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INSUPF LAS, 


The Royal Union Life Insurance Company 
DES MOINES, IOWA 


The FUTURE of AMERICA’S YOUTH? 


Every mother and father feels it a strict 
obligation to start their children in life 
with a good education. 


Life Insurance for Juveniles 


The Royal Union’s new and special line of 
policies for children is a sure winner for the 
agent and a sure provider for the education 
of the child. 


\ Our children’s policies endow at ages 15, 
16, 17, 18, 19, 20 and 21. 


We are also featuring a special 20 Pay Life 
policy for children. 


The Waiver of Premium benefit written 
upon the life of the beneficiary provides for 
the waiving of premiums in event of death or 
total permanent disability of the beneficiary. 


Automatically placed in full benefit for 
face of policy at age five. 





We are mighty happy with the service we 
Royal Union Life Building Cor. 7th and Grand Avenue can render by taking the uncertainty from 
Des Moines, lows. the future in insuring the education of 

America’s youth. 


Royal Union Life Insurance Company 
A. C. TUCKER, President 


Total Paid to Policyholders - - Over $ 21,000,000.00 
Insurance in Force as of Dec. 31, 1925 - $148,281,904.00 


























HE Missouri State Life is one 

of the few insurance companies 
providing for the sale of Accident 
and Health and Group insurance in 
connection with Life insurance, 
thus giving its representatives three 
opportunities for success instead of 
one. 


Missouri State Life Accident and 
Health policies give complete in- 
surance coverage. The Company 
issues no limited form policies. Every need is an- 
ticipated and full provisions made for it. Contracts 
are absolutely free from restrictive clauses, having 
been designed to afford patrons the broadest pos- 
sible service and the most complete protection. 


In 34th Year 
Assets - - = = §$ 61,889,485 
Insurance in force $587,586,508 


Accident and Health is the key to increased Life 
production. It gives the writing Agent a tremen- 
dous advantage over competition in that he has a 
record of the insured’s age, business occupation, 
and practically all other information needed in 
completing a Life sale. And Accident and Health 
adds material to the Agent’s income. 


Group Life insurance, while a comparatively recent 
development in the insurance business, has already 
assumed tremendous proportions. It opens the 
way to big sales and pays the Agent a substantial 
commission. It also affords an exceptional oppor- 
tunity to make a large number of individual sales 
of Life and Accident and Health insurance. Many 
of the Company’s Agents who have sold Group 
insurance policies, and who have taken advantage 
of the opportunities offered by the sale of such 


* Multiple Line Advantages 











policies, have sold large amounts of 
individual insurance which could 
not have been procured in any other 
way. In addition to Group Life, 
the Company writes Group Acci- 
dent, and Sickness and Group Acci- 
dent Death and Dismemberment. 
Agents are given the assistance of 
specially trained men in closing 
Group prospects. 


Supplementing its Group coverage 
the Company offers its representatives the added 
advantage of writing business on the Salary De- 
duction Plan which enables groups of employees 
working for a common employer to purchase 
regular forms of Life insurance, in most cases 
without medical examination, and have the pre- 
miums deducted from their pay by the employer. 
By this plan the benefits of Life insurance are 
greatly extended and the Agent’s opportunities 
greatly multiplied. 


Through its multiple plan of insurance selling— 
Life—Accident and Health—and Group, including 
Salary Deduction, the Missouri State Life offers 
its representatives a decided advantage over the 
one line method. Each one of its several lines 
furnishes valuable leads to each of the others. 


It is because of its pe ressive ideas and fore- 
sighted policy that the Missouri State Life has 
made such a substantial and rapid growth, now 
ranking 19th among the 348 Legal Reserve Life 
companies of the United States in amount of insur- 
ance in force. 


A GREAT COMPANY DAILY GROWING GREATER 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 


LIFE - ACCIDENT 


HOME OFFICE, ST. LOUIS 


HEALTH - GROUP 
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ADVERTISING MEN IN 
ANNUAL CONFERENCE 





Two Day Session Held at Phila- 
delphia Was Well 
Attended 


URGE GREATER PUBLICITY 


Need for Nation-wide Campaign by All 
Companies Stressed by Several 
Speakers 


NEW OFFICERS ELECTED 

President—W. W. Ellis, Commercial 
Union. 

Viece-Presidents—Cliffeord Elvins, 
perial Life of Canada; Chauncey 5S. 
Miller, North British. 

Secretary-Treasurer — W. 
Home of New York. 

National commissioner to succeed 
Clifford Elvins whose term has expired, 
EK. A. Collins, National Surety. The twe 
commissioners whose terms have not ex- 
pired and are carried over are Chauncey 
Ss. 8S. Miller, North British, and Leon 
Soper, Phoenix Mutual. 

Executive Committee is as last year 
with John Hall Woods, advertising 
manager Great Northern Life, added. 


Im- 
s. 


W. Darrow, 


Next convention at Detroit, Oct. 17-18. 
By B. F. STEVENS 

PHILADELPHIA, June 22.—Over 

150 insurance advertising men, repre- 


senting nearly 275 insurance companies 
were in attendance at the fourth annual 
insurance advertising conference held in 
Philadelphia yesterday and today. After 
having been royally welcomed by Mayor 
Kendrick of Philadelphia and having 
listened to the address of Dr. S. Parkes 
Cadman at a monster meeting of the 
Associated Advertising Clubs of the 


World, of which the conference is a 
member, on Sunday, the conference duly 
got away to a real start Monday morn- 


ing, President Edward A. Collins, pre- 
siding, 

How to get the most out of space 
was the topic of Henry Hale, Jr., sales 


promotion and advertising service man- 
ager of the Ghan Publications. He said 
that, if any man could answer this ques- 
tion positively, he would be the most 
demanded man in advertising. There 
are many types of people and each must 
be appealed to in a different manner. 
The job first of all is to select talk to 
fit the person you are aiming at and 
then to get it to him. He pointed out 
that there are two kinds of advertising: 
name advertising and selling service ad- 
vertising. In conclusion he emphasized 
that advertising just for the sake of ad- 
vertising is foolish. Unless you have 
something to sell and some message to 
get across don't advertise. 


Urges Greater Advertising 


Will C. Calkins, vice-president of Cal- 
kins & Holden, well known advertising 
agency, was the last speaker on the 
Monday morning session. His standing 
in the advertising business is of first 
rank and his remarks typifying as they 
did the opinion of the outsider on the 





ROUND OUT PROGRAM 


DECIDE CONVENTION THEME 


“Raising the Standards of Life Through 
Life Insurance” Will Be Central 
Topic 


NEW YORK, June 24.—As recently 
announced, the committee in charge of 
the program for the convention of the 
National Association of Life Under- 
writers at Atlantic City in September 
has decided that all items on the pro- 
gram will be grouped about the central 
theme of “Raising the Standards of 
Life Through Life Insurance.” 

Speaking for the program committee, 


Chairman Hugh D. Hart of Hart & 
Eubank recently amplified the an- 
nouncement by explaining the reasons 


for the committee’s decision. 


Quasi-Public Institution 


“Life insurance,” said Mr. Hart, “can 
no longer be regarded merely as a pri- 
vate business. It is a quasi- -public insti- 
tution. The national convention of life 
underwriters, therefore, should not be 
regarded as the usual vocational gather- 
ing. It should have a quasi-public sig- 
nificance. We must not build a pro- 
gram intended only for the life insurance 
man who will attend the convention 
or for the life insurance man back home 
who will be reached through the insur- 
ance journals. We must build a pro- 
gram that will appeal to the imagination 
and intelligence of the American people. 

“We have, therefore, a two-fold pur- 
pose in formulating a program,—(1) to 
reach the life insurance men who attend 
and those who will read accounts of the 
convention in the insurance journals; 
and (2) we wish to have the message 
of the convention carried to the Ameri- 
can people as a whole. Therefore, as a 
theme for the convention, we have 
adopted ‘Raising the Standards of Life 
Through Life Insurance.’ 


Show Its Significance 


“Our idea is to try to transmit to the 
underwriters and to the public the sig- 
nificance of life insurance as a beneficial 
force in modern life. To show how it 
makes the life of men, women and chil- 
dren happier will constitute a valuable 
message not only to the life insurance 
| men themselves but to the great Ameri- 
| can public outside. 





“We have reached a point in the de- | 


velopment of American life insurance 
where our conventions should step 
| beyond the narrow limits of a trade 


convention into the broader fields of a 
national convention having a direct and 


compelling message for the whole 
American people. Life insurance has 
contributed much to economic, social, 


educational and even political progress, 
due to its great influence in raising the 
standards of life. Certainly as important 
a force in modern life as life insurance 





insurance advertising problem were most 
interesting. 

Mr. Calkins, speaking on the topic, 
“Monkey Wrenches, Brass Tacks and 
Other Hardware,” said: “Some day big 

| insurance companies of this country are 

going to take up advertising in a serious 

| way. They are going to realize that this 
(CONTINUED ON PAGE 8) 








A. G. BULLOCK IS DEAD 


HAD LONG INSURANCE CAREER 


Vice President of State Mutual Life, 
in the Company 43 Years, Died 


at Age of 79 
WORCESTER, MASS., June 23.— 
Vice President A. George Bullock of 
the State Mutual Life died here at his 
home yesterday at the age of 79. Col. 
Bullock was descended from one of the 


oldest families in the United States, his 
father being Gov. Alexander Hamilton 
Bullock, well known in his day as edi- 
tor, writer, financial and state Republi- 
can leader. 

Long With 


Enfield, Conn., in 1847, Col 
educated at Harvard, re- 
ceiving his B. A. degree in 1868 and his 
M. A. degree in 1871. Following his 
graduation he read law in the offices of 


Company 


3orn at 
Bullock was 


Judge Thomas L. Nelson and United 
States Senator G. F. Hoar, being ad- 
ag to the bar in 1875. He gave up 


the law in 1883 to accept the vice presi- 
dency of the State Mutual Life. Col. 
Bullock was director of the Norwich & 
Worcester Railroad, Boston & Albany 
Railroad, Worcester Consolidated Street 
Railways Company, Worcester Gas 
Light Company, American Loan & 
Trust of Boston, New England Invest- 
ment & Security, was president of the 
Worcester Railways & Investment 
Company, and trustee of the Worces- 
ter County Institution for Savings. He 
was a member of the American Anti- 
quarian Society and the Worcester His- 
torical Society and was one of the orig- 
inal 50 who founded the Worcester Art 
Museum. He was a life member of the 
Royal Society of Arts and the Authors 
Club of London, Colonial Society of 
Massachusetts, University Club of New 
York, Harvard Club of Boston, Tatnuck 


Country Club, the Worcester, Somer- 
set and Union Clubs. 
has proved itself to be is more than a 


proposition. 

“In order to carry 
beyond the halls of the 
the American people themselves, 
necessary that we build a program, first, 
that shall have a real message and, sec- 
ond, that shall be expressed by speakers 
whose authority is of sufficient weight 
to make what they have to say welcome 
news to the entire public. 

“It should not be inferred, however, 
that the convention is to be a sociolog- 
ical congress, impractical and above the 


vocational 
this message 
convention to 


it is 


heads of the average underwriter. Par- 
ticular attention will be paid to the 
practical phases of life underwriting; 


the vacational requirements of the Main 
Street underwriter will be especially 
borne in mind. 

“It is the belief of the committee that 
no logical development of the theme, 
‘Raising the Standards of Life Through 
Life Insurance,’ can be accomplished 
without consideration of the means by 
which the beneficial workings of life in- 
surance may be more widely distrib- 
uted.” 

Details of the program will probably 


be announced after the next meeting of 
the committee to be held in Chicago, 
July 1. 





IMPROVEMENT IS SEEN 
BY AGENCY MANAGERS 


————_—= 


Report More Good Agency Ma- 
terial Available Than for 
Some Time 


a 


NEED CAREFUL SELECTION 


———) 


Setback in Other Classes of Business 
Has Brought Out Bad as 


Well as Good 
— 
Agency managers report improved 
conditions generally in the matter of 
available agency material. There ap- 


pears to be a great wealth of good pros- 

for the life insur 
though there is also 
in 


pects now available 


ance agency ranks, 
need for greater caution than ever 
the 


conditions 


Business 
the 
men of 


ot new agents, 


throughout 


selection 
in general 
have resulted in imany 
excellent sales ability turning a recep 
tive ear to agency managers, but they 
have at the same time diverted from all 
classes of business an equal number ot 
undesirable prospects who must be 
weeded from the field by the genera! 
agents and agency managers. 


country 


Other Businesses Hit 
In many sections of the country the 
real estate business has suffered a re 
versal, or at least a check, so that this 


business which formerly attracted many 
of the supersalesmen of the country ts 
now turning these same men, now richer 
in experience and ability, back into their 
former professions or into other forms 
of salesmanship. Thus the life insur- 
ance offices, still enjoying a boom busi- 
ness and offering to these salesmen 
much the same opportunity that the 
real estate business has been offering in 
past years attract the atention of these 
men. Also, general business conditions 
in many sections are such that there are 
many general executives who are now 
willing to consider an agency connection 
with a life insurance company. For this 
reason, it is now easier than it has been 
for some time past for the managers 
of the life agencies to secure good men 
and develop their agency forces. 


Close Selection Essential 


While it is easier to secure good men, 


it is also necessary for these managers 
to demonstrate a greater caution in 
selection than they have for some time 


Many who were attracted to other lines 
of business during the boom years and 
hung on while there was business for 
all, good or poor, are now casting about 
for new connections, Life insurance, 
seen with apparently large returns for 
little effort in the minds of those out- 
side the fold, attracts these men as well 
as the expert salesmen. In many 
they have made a fair degree of suc 
cess in other businesses, due to the gen- 
eral wave of prosperity and not neces- 
sarily to their own merits, and thus the 
agent must be careful in the selection 
of his new men today more than even 


cases 





(CONTINUED ON NEXT PAGE) 
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IN NEW HOME OFFICE 
CONNECTICUT GENERAL MOVES 


Enters Magnificent Building Erected on 
Company’s Property Opposite 
Bushnell Park in Hartford 


HARTFORD, June 24.—The Con- 
necticut General has moved to its new 
home office building on the corner of 
Elm and Hudson streets, just across the 
street from one of, Hartford's beautiful 
parks. After 61 years in various loca- 
tions on Pearl street and Central row, 
during the latter part of which increas- 
ing size has compelled the separation of 
the various departments in seven differ- 
ent buildings up and down the street, the 
convenience otf having all parts of the 
home office organization again housed 
under one roof is going to be generally 
appreciated. 

The new building is six stories high 
and has a floor space of 115,000 square 
feet. It is exceptionally well lighted 
and airy. The main building has two 
wings and is constructed to allow for 
the addition of other wings which the 
growth of the company will make neces- 
sary before many years. Back of the 
main building is another, recently com- 
pleted and already occupied by the com- 
pany’s printing and supply departments. 
A garage and courtyard provide parking 
space for 90 automobiles. 


Description of Building 


The main building, which follows in 
much of its exterior treatment the Ric- 
cardi Palace in Florence, Italy, is con- 
structed of granite, solid, massive blocks 
being used up to the third story, and a 
somewhat lighter treatment followed 
above that level. The court side of the 
building is faced with brick. The main 
entrance is through five bronze doors 
set in an arched opening, 16 feet wide 
and 31 feet high, the upper part of which 
is covered with ornamental iron grille 
work, The large windows on the ground 
floor are also protected by iron grille 
work specially designed by John Pro- 
back. The main entrance lobby is 
adopted in design from the Greek tem- 
ple of Apollo at Bassae. It is 16 feet 
wide, 38 feet long and 23 feet high, and 
is flanked by ‘marble columns sur- 
mounted by marble beams, with an or- 
namental ceiling richly decorated in 
polychrome colors. 

Although the company’s present rapid 
growth will undoubtedly mean the fre- 
quent addition of more building units, it 
has acquired enough land around the 
new structure to make this possible, and 
its present location in one of the most 
attractive spots in the heart of the city 
is looked upon as permanent. The com- 
pany’s Pearl street property, purchased 
in 1906 and at that time much more than 
adequate for all needs, was disposed of 
some months ago. 


MANAGERS SEE IMPROVEMENT 
(CONT’D FROM PRECEDING PAGE) 
in the days when agency material was 

dificult to locate. 

As one agency manager said, “Many 
who were formerly in the business have 
‘taken a flyer’ in some other branch, 
such as real estate or stocks and bonds 
and are now ready to return to solid 
rock and a steady income.” 

These conditions are spotty, however, 
and thus, while some are reporting this 
abundance of prospects, others are see- 
ing quite the reverse. One agency 
manager said he had not experienced as 
tight a situation in several years in this 
conection and he is finding it a great 
task to find new men. Another agency 
head said that in his mind it was true 
that there is much more material of the 


topnotch quality available, but that the 
“average producers,” as he termed 
them, are as scarce today as ever. For 


this reasor he said, agencies now have 
a rare opportunity to equip their offices 
with new material of a higher grade 








DISAPPROVE ACTIONS 


SEEK GREATER COOPERATION 


Situation in Kansas City Regarding Life 
Insurance Trusts to Come 
Before Meeting 


KANSAS CITY, June 24.—At the 
next meeting of the Managers Associa- 
tion of this city, composed of life gen- 
eral agents and managers, it seems likely 
that the subject of “Life Insurance 
Trusts” will come up for special atten- 
tion in connection with the way in which 
a prominent local trust company is ex- 
ploiting this branch of its business. The 
trust company in question called a meet- 
ing of life underwriters last fall and 
made known its plans for gaining the 
cooperation of lite insurance interests 
with its trust department. Much attrac- 
tive literature has been printed and dis- 
tributed by the trust company since 
that time and it has employed a very 
active solicitor for such business. Every- 
thing looked lovely at the start and life 
insurance men here generally were 
pleased with the outlook for more busi- 
ness of this sort, with the valued aid 
and assistance of this trust company. 
But it now looks as though the trust 
company was paying more attention to 
its own present and future interests than 
to the interests of the insured. In the 
words of a prominent general agent: 


Criticize Bank’s Actions 


“This trust company seems bent on 
taking care of itself and making it cer- 
tain that its fees will be paid, even 
though such an attitude places its client 
in a position he may not understand, a 
position which may prove very awkward 
to the latter. For instance, there is a 
clause in the trust agreement which pro- 
vides that in case of the termination of 
the agreement or the withdrawal of all 
or a part of the insurance policies held 
under the trust agreement the trust com- 
pany shall be compensated for its serv- 
ices to the extent of a payment of two- 
tenths of the face value of the policies 
so withdrawn (with a minimum payment 
of $5), a payment of $200 on a set of 
policies for $100,000 being thus exacted. 
No one can question that the trust com- 
pany should be paid for its services in 
case the trust agreement is dissolved, 
but it is evident that a policy loan check 
would be necessarily held up by almost 
any company until the signature of the 
trust company was obtained. This part 
of the agreement gives the trust com- 
pany a lien on the policy which would 
hardly lend attractiveness to any cor- 
rect and full presentation of a trust 
agreement proposition.” 


Cooperation Is Reciprocal 


Another general agent states that “any 
trust company wanting the cooperation of 
life insurance men must give the same 
sort of cooperation it expects in return 
and such cooperation does not include the 
material alteration, by suggestion or 
otherwise, of the life insurance pro- 
gram submitted by agents to their pros- 
pects including life insurance trusts. 
When it is discovered that a trust com- 
pany representative is recommending 
term insurance, in opposition to ordinary 
life contracts outlined in a program pre- 
sentation, and goes even further in sug- 
gesting that certain policies be cashed 
in and term insurance bought, in an 
obvious effort to make the trust agree- 
ment transaction of more importance 
and profit to his company, then it is 
time for life insurance men to beware.” 

Another point hardly in favor of the 
trust. agreements seems to be the com- 
pany’ s refusal to incorporate stipulations 
for the payment for services rendered in 
a separate agreement but its insistence 
on this matter being covered to its satis- 
faction in the original agreement. It is 
further pointed out that the stipulation 
that “the net proceeds of any and all 
insurance policies held under the terms 
hereof shall be invested and reinvested 





POINTS TO ESSENTIALS 


ANALYZES AGENCY BULLETINS 


Mansur B. Oakes, in Philadelphia Ad- 
dress, Sums Up Outstanding Fea- 
ture of These Publications 


PHILADELPHIA, June 23.—The 
outstanding features in successful 
agency bulletins were pointed out in a 
talk delivered before the Insurance Ad- 
vertising Conference here this week by 
Mansur B. Oakes, president of the Insur- 
ance Research '& Review Service of 
Indianapolis. Mr. Oakes said that the 
outstanding features could be summed 
up as simplicity, readability, the touch 
here and there that adds emphasis, 
atmosphere, color and, above all else, 
the sincere desire of the office carried 
through to the reader. 


Gauged by Brain Matter 


A detailed analysis of all agency bul- 
letin forms was made by Mr. Oakes, 
from the single sheet mimeograph letter 
to the elaborate multi-colored printed 
booklet. He said that the analysis seems 
to reveal the fact that the difference be- 
tween good bulletins and poor bulletins 
lies not primarily in the extensiveness of 
the bulletin, but in the quality of brain 
matter that is mixed with the contents 
and the makeup. He further said that 
this quality can be measured by the re- 
sults it gets. Mr. Oakes said that the 
purpose of agency bulletins is not al- 
ways the same and thus different forms 
of bulletins apply most beneficially in 
various agencies. He said some bulle- 
tins are issued with the idea of trans- 
mitting official orders, others to carry 
the spirit of the company, others to 
transmit sales plans and methods, and 
others to inspire and recharge the men- 
tal dynamo of the reader. In every case, 
however, it is intended to be the voice 
of the leader and thus must carry the 
personal touch. 


deem advisable and the trustee is hereby 
expressly authorized to purchase as an 
investment for the trust estate, such 
part of the assets of the estate of the 
party of the first part as it may deem 
advisable” would permit the trustee to 
buy into the business interests left be- 
hind by its client. That such action 
might easily serve to bring about the 
very thing ‘the insured desired to pre- 
vent in the whole. 


Raps Bank Officials 


trouble with the Kansas City 
banks,” said the president of one of the 
local life insurance companies in this 
city, “is that they are mostly conducted 
on the small town plan and that many 
officials in places of prominence in them 
are only about .22 caliber. It is not sur- 
prising therefore to find that any one 
of them fails to comprehend that no 
basis of solid and firm cooperation be- 
tween trust companies and life insur- 
ance men can be built up except on the 
foundation of mutual benefit to both. 
Any trust company wanting life insur- 
ance trusts and expecting life insurance 
men to help it along will have mighty 
slim business of this kind unless it rec- 
ognizes this principle.” 

D. Bonnifield, general agent of the 
Union Central Life, is head of the man- 
agers’ association and states that a meet- 
ing of the association would likely be 
held the end of this week or the first 
of next. From all indications there will 
be some exchange of sentiments and per- 
haps action that may considerably mod- 
ify some of the future methods of the 
trust company in question. 


“The 





Fraternal Congress Meeting 


The National Fraternal Congress will 
hold its annual meeting in Buffalo, N. 
Y., Aug. 17-19. The meetings of the 
various sections will be held Aug. 16. 
The headquarters will be in the Hotel 








than usually enjoyed. 


by the trustee in such manner as it may 


Statler. 





SHOW GOOD BUSINESS 





CONDITIONS ARE NOW SPOTTY 


Report of Research Bureau Indicates 
Trend of Sales—Canada Enjoyed 
Good Gain 


HARTFORD, June 24.—The sales of 
ordinary life insurance in the United 
States during the month of May totaled 
$735,724,000, according to a report just 
published by the Life Insurance Sales 
Research Bureau. This figure includes 
the sales of new paid-for ordinary insur- 
ance as reported by 81 companies hav- 
ing in force 88 percent of the total life 
insurance outstanding in the United 
States legal reserve companies. The 
amount of insurance sold during the 
month is practically identical with that 
sold in May, 1925, when the sales were 
16 percent ahead of the previous May. 
The record of May this year has been 
exceeded only in four previous months, 
May and December, 1925, and March 
and April of this year. 

The largest sectional increase in sales 
this month over a year ago is 9 percent 
in the mountain states. This section 
comprises Montana, Idaho, Wyoming. 
Colorado, New Mexico, Arizona, Utah 
and Nevada. 

The best increases in the states are 
48 percent in Delaware and 29 percent 
in Florida. Sales in Florida in May 
totaled $11,775,000 as compared to $9,- 
108,000 in May 1925. 

The amount of insurance purchased 
during the first five months of this year 
aggregated $3,483,442,000, an increase 
of $155,459,000 or 5 percent over the 
same months of 1925. Every section of 
the country shares in the general gain 
for the first five months. The south 
Atlantic states lead in the year-to-date 


gain with an 11 percent increase. Prac- 
tically all the states show increases for 
the first five months of 1925. Florida 


leads in the cumulative comparison with 
a gain of 60 percent. 

The increase in the 12 months ended 
May 31, 1925, over the preceding 12 
months is 12 percent. All sections share 
in the general gain. The increases range 
from 6 percent in the west south central 
states to 18 percent in the south At- 
lantic states. 


Good Business in Canada 


Canadian purchases of ordinary life 
insurance in May are 10 percent ahead 
of the corresponding period of last year. 
Last month $37,703,000 of new business 
was paid for by the reporting companies, 
which have in force 84 percent of the 
outstanding business in Canada. This 
is $3,000,000 more than was paid for in 
May of last year. Sales have reached 
this height only in three other months 
since 1921, December and June, 1925, 
and March of this year. 

All the provinces in the Dominion, 
with the exception of Alberta and On- 
tario, show improved conditions. Sas- 
katchewan and British Columbia lead 
with gains of 36 percent and 27 percent 
respectively. The increases renee from 
6 percent in Manitoba to the record 
gain of 36 percent in Saskatchewan. 
Both New Brunswick and Newfound- 
land show increases of 26 percent. 

Among the cities, improvement is 
most noticeable in Montreal and Van- 
couver, each with gains of 19 percent. 
Quebec follows with a 10 percent in- 
crease. 

In the first five months of the year 
sales are $19,397,000 ahead of the sales 
in the corresponding period of last year, 
or a 12 percent increase. Every province 
shows a gain for the first five months. 
Saskatchewan leads in the year-to-date 


gain with a 31 percent gain. Ontario 
and Quebec, the two most important 
provinces, show increases of 9 percent 


and 13 percent respectively. 

The gain in the 12 months ended May 
31, 1926, over the preceding 12 months 
is 13 percent. Every province with the 
exception of New Brunswick shares in 

















the gain. 
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HEART APPEAL CALLED 
BEST SALES APPROACH 


Styles of Advertising Copy Dis- 
cussed by Bradley in 
Philadelphia 





AROUSES HUMAN INTEREST 


Recital of Policy Forms, Conditions, 
Rates and Other Details Ineffectual 
in Creating Desire 





PHILADELPHIA, June 24.—Speak- 
ing before the Insurance Advertising 
Conference, in session here this week, 
William J. Bradley, publicity manager 
of the Home Life, discussed the various 
lines of approach possible in preparing 
life insurance advertising copy, urging 
particularly the human interest appeal. 
He said, in part: 

Two Avenues of Approach 


In the preparation of canvassing lit- 
erature for the field forces there are two 
main avenues of approach open. You 
can take the various forms of policy 
contracts issued by your company and 
have your copy treat of these or you 
can take the numerous and varied needs 
of mankind for life insurance protection 
and have your copy point out and de- 
scribe how life insurance covers the 
needs and guarantees the fulfillment of 
the humane desires which are pent up 
in every human heart. You can tell the 
story of the ordinary life policy, for ex- 
ample, and say that it requires the de- 
posit of a certain amount of premium 
either annually, semi-annually, or quar- 
terly, at a certain age of entry, that it is 
in full immediate benefit from date of 
issue, that it is incontestable after a cer- 
tain period, that after three years it has 
loan values, cash surrender values, paid- 
up and automatic extended insurance 
values, that it contains total and perma- 
nent disability clauses and double in- 
demnity features, a lump sum_ or 
monthly income settlement clause: that 
the insured can reserve the right to 
change the beneficiary at will, that divi- 
dends are payable after a certain time: 
that in the event of lapse the policy can 
be reinstated under certain conditions 
and within a certain limited period. You 
can discuss estimated dividends and net 
cost, and then as a final windup, you can 
State the assets and liabilities of the 
company and the amount of insurance 
it has in force. 


Recite Human Needs 


“On the other hand you can take the 
various known specific needs for life in- 
surance protection and tell the public 
how life insurance can be used to meet 
those needs. In fact there is probably 
no financial human need which life in- 
surance cannot protect or fulfill. It is a 
positive fact that every prospect has 
some aim in life, some goal to reach and 
that he depends entirely unon his life 
and health to enable him to attain his 
objective. If you can show him that 
the life insurance way is the surest and 
best to reach his goal he will go along 
with you by putting his name on the 
dotted line; and he will stick with you 
by keeping his policy in force. Every 
normal man is trying to do three things 
—hrst, supply the current needs of his 
family and self; second, provide funds 
to take care of himself and for his fam- 
ily after he can no longer function as 
the income producer; third, provide for 
his family in the event of his premature 
death. He wants to live and accomplish 
his aims. He has a mental picture of an 
independent old age for himself or an 
indenendént condition for his fatherless 
family. * 
“Life insurance has proven itself to 








CALLED TOO DRASTIC 


CHANGE WILL COME SLOWLY 


Eastern Actuaries Believe Entire Dis- 
ability Problem Should Not Be 
Judged Offhand 


NEW YORK, June 23.—Actuaries of 
several of the largest companies here 
urge caution in drawing any general 
conclusions from the remarks of Dr. 
Morton Snow, medical director of the 
Massachusetts Mutual, who was re- 
cently reported in the “Journal of Com- 
merce” as saying that the heavy losses 
suffered by companies writing life 
policies with disability clauses will 
force them to double their disability 
rates within two years. A general in- 
crease in disability rates would seem 
to be indicated by the fact that the Mu- 
tual Life and the New York Life re- 
cently made a slight increase, and the 
Aetna a considerable increase in their 
figures. Many companies, however, 
have made no changes. 


Are New Uncertain 


Whether present rates are adequate 
or not, the companies themselves do not 
know, actuaries point out, for their ex- 
perience with the disability feature is 
quite limited and disability insurance is 
subject to wide fluctuation, being as 
much a managerial as an actuarial prob- 
lem. This was the view taken in the 
recently published report of the com- 
mittee appointed by the Actuarial So- 
ciety to study the question. It may be 
that the various companies will have to 
increase their disability rates in the near 
future, but the matter will be decided 
by each individual office in accordance 
with not only the benefits it pays but 
with its underwriting rules and _ prac- 
tices. 


be the best means of assisting every 
man to accomplish these aims and of 
making certain the things closest to his 
heart. When you show a prospect how 
policies can satisfactorily guarantee these 
things he will be anxious to secure and 
retain the protection. Loan values and 
surrender values, terminal options and 
other policy features are the most un- 
interesting things in a policy. The iron- 
clad safeguards which it places around 
the uncertain future are the most inter- 
esting. Be careful, then, to inject the 
human element rather than the financial 
one into your literature. 


Agent Reflects Literature 


“Since an agent will undoubtedly re- 
flect the impressions given him by the 
company’s literature, advertising copy 
should contain some of the practical 
ideas used by successful field men. It 
must be considered, however, that field 
men have usually no advertising experi- 
ence and advertising men have usually 
no field sales experience. That situation 
calls for the utmost cooperation between 
the agency forces and the advertising 
department, so that the result of the 
combined knowledge can be passed on 
to the insuring public. Too much litera- 
ture issued today is descriptive of policy 
contracts and this gets the agent into 
the habit of stressing one particular form 
of policy, with the result that a majority 
of agents are selling a policy with so 
many benefits and options rather than 
analyzing needs and selling protection 
to cover them. 

“How shall the advertising depart- 
ment ascertain those needs for life insur- 
ance protection? By doing exactly as 
the progressive agent of today does. By 
analyzing the fundamental needs of 
mankind for protection. He secures ad- 
vance information on his prospect and 
analyzes the situation to see where life 
insurance would fit in. Of course. it 
would be impossible for the advertising 
department to issue special literature for 
individual cases but the subject could 





FIX GROUP PREMIUMS 


DETERMINES MINIMUM RATES 


Beha Issues Ruling on Proportion -to 
Be Paid by Employes and on 
Labor Union Policies 


NEW YORK, June 23.— Superin- 
tendent James A. Beha has sent a letter 
to the six life insurance companies 
writing group life insurance in New 
York fixing the minimum premium for 
the business, the proportion of premium 
to be paid by employers and rules 
governing group life policies on labor 
unions. This action is in accord with 
the power granted the superintendent 
by the last legislature to fix rates for 
group insurance. The letter describes 
the method for calculating the gross 
annual yearly renewable term premium 
as follows: 

Net premium plus 1.70 per $1,000 
divided by .935, which gives a loading 
equal to $1.70 per $1,000, plus 6% per- 
cent of the gross premium. The gross 
monthly premiums are to be calculated 
at 103 percent of the gross annual prem- 
ium divided by 12; the gross quarterly 
premiums are to be 102 percent of the 
gross annual premium divided by four, 
and the gross semi-annual premiums 
are 101 percent of the gross annual pre- 
mium divided by two. In case of death 
prior to the end of any policy year it is 
permissible for the company to pay the 
tace value of the policy without deduc- 
tion for fractional premiums. Extra 
premiums are prescribed in unusually 
hazardous occupations. 


Centributions by Employes 


It is permissible under the ruling for 
the employer to pay at least 25 percent 
of the premium. The letter also pro- 
vides the following maximum payments 
by the employe: For standard policies 
or standard plas $1, the maximum con- 
tribution from employes per $1,000 is 60 
cents or 15 cents weekly; standard plus 
$2 or $3, 70 cents monthly or 17 cents 
weekly; standard plus $4 or more, 80 
cents monthly or 20 cents weekly. 

The superintendent rules that mem- 
bers of labor unions, who are pensioners 
cannot continue their life insurance 
under a labor union group life policy, 
but can of course apply tor individual 
policies. Group policies may cover 
members who are temporarily out of 
work on account of strikes, lockouts, 
etc., and may provide for disability 
benefits. Members who retain their 
cards, but nevertheless retire from 
active participation in the occupation in 
which they were engaged when they 
joined the union, either on account of 
age or change of occupation, are not 
eligible to protection under the policy. 


be covered in a general way; leaving the 
task of the real tie-up to the agent. 
“Take, for example, the average family 
man. He seldom if ever sits down to 
think seriously of his problemy and re- 
sponsibilities in life. He rarely stops to 
consider that the future of himself and 
family depends almost entirely on his 
income. Canvassing literature should 
point out to him that every effort he 
puts forth in connection with his business 
or occupation is for the sole purpose of 
creating a daily, weekly or monthly in- 
come to provide the necessities and com- 
forts of life for himself and his depend- 
ents. The main incentive behind all 
busingss enterprise is to provide for the 
family. His income is derived from one 
or both of two sources—his earning 
power and the return from his invest- 
ments, and either source may be sud- 
denly terminated. His income is rather 
uncertain. He may suffer financial re- 
verses and lose all his savings or in 
vestments. Making and holding wealth 
are no more certain than life itself. 
Ninety-five percent of men reaching 65 
years of age have lost all they ever had 
and are dependent upon others for sup- 





PLACE ADVERTISING ON 
HIGHER PLANE, IS PLEA 


Suggestions for Improvements Are 
Offered at Philadelphia 
Conference 


PAST PLANS CRITICIZED 


——_— —< 


George H. Harris of Sun Life of Can- 
ada Comments on Function of 
Public Approval 


PHILADELPHIA, June 23.—An ap- 
peal for the placing of insurance adver- 
tising on a higher plane was made by 
George Harris, supervisor of the 
field service bureau of the Sun Life of 
Canada, speaking before the Insurance 
Advertising Conterence here this week. 
Mr. Harris pointed to this as one of the 
greatest influences in life insurance de 
velopment. He criticized some of the 
past advertising attempts, saying, in 
part: 

Ads Interpret Business 

“Your advertisements are not so 
much teaching your business to the 
public, as teaching your interpretation 
of it. Business is being interpreted to 
the public by the myriad voices of its 
sales agencies; the public know no more 
than we tell them. We are the voice of 
our business to the public; we are the 
interpreters of our business to the 
public. With all their cynicism, they, 
the public, in the main, believe what we 
tell them. 

“IT remember an incident in my under- 
writing days. A man stopped me in 
the street, ‘Harris,” said he, ‘I want 
$1,000 worth of life insurance. Quote 
me your rate,—your cheapest rate. I 
have the cheapest rates of several com- 
panies. Quote me your lowest, cheap- 
est, non-participating rate.’ Why, 
could see every mean line in his face 
asserting itself as he spoke to me. My 
first thought was, ‘Who has been talk- 
ing to vou? Who told you life insur- 
ance was cheap?” A day or two later I 
saw a legend, inappropriately ewough in 
letters of gold, on the window of an in- 
surance office, ‘Lowest Rates in Canada 
—non-participating rate at age 35—$20° 
—or whatever it was. 

Teaching Is Faulty 


“IT may be pardoned, I think, for mak- 
ing a mental connection between this 
man’s conception of life insurance, and 
the interpretation of life insurance which 
is being given out every day. through 
the medium of permanent advertise- 
ments of this nature. Why is it, I ask 
you, that men don't stop me, or you, in 
the street and say, ‘I am anxious to per- 
petuate some part of my earning power, 
so that my wife and family may never 
know privation?”” The reason, is, I be- 
lieve, that our teaching is faulty 

“T ask you to observe too, how swift 
are the reactions to this faulty teaching. 
We teach this man cheapness, and he 
responds by putting half a dozen of us 
in the scales against each other. Five 
of us lose his business, and he with his 
little learning which is dangerous, pre- 
sumes to judge, and denies himself the 
skilled advice we should be able to give 
him. He gets his miserable little in- 
adequate and inappropriate policy, and 
five out of the six of us lose even this 
bit of business. I say deliberately, that 
I have never yet encountered an objec- 
tion to insurance either in principle or 
in detail, which was not firmly im- 
planted in the objector’s mind by our 


own agents or our own agencies.” 


port. He may lose his earning ability 
by becoming disabled and not only be 
unable to earn but be a drain and a bur 
den upon others. A fatal accident or 
illness can deprive his dependents of his 
(CONTINUED ON NEXT PAGE) 
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Helping People to Live Longer 


The general mortality rate in the United 
States and Canada is steadily improving. Five 
years have been added to the average expecta- 
tion of life in thirteen years. 


But in the same period nearly nine years 
have been added to the life expectation of Metro- 
politan Industrial policyholders—a gain over the 
general average of four extra years. 


A continuous campaign for better health has 
been conducted by the Metropolitan among these 
policyholders who numbered at the end of 1925 
about twenty million people. Trained nurses 
have been sent to them when they were sick. 
Hundreds of millions of pieces of literature have 
been distributed among them. Moving pictures 
and the radio have been used in telling them how 
to keep well. 


The Company believes its improvement in 
mortality over the general average is largely the 
result of this work. It therefore invites co-op- 
eration to the end that all policyholders in all 
companies may be led to achieve their universal 
desire for many added years of life, health and 
happiness. 


HEALTH and WELFARE 


Lives saved among Metropolitan Industrial Policy- 
holders from 1911 to 1925, in excess of general 


mortality improvement .....ccccccccccccecess 240,000 people 
Lives saved among Policyholders in 1925 as com- 

pared with the death rate for I9IT............. 66,288 people 
Decline in mortality rate among Metropolitan In- 

dustrial Policyholders since I9IT.......++.05: 32.5% 


Decline in Metropolitan Tuberculosis mortality rate 
since IQII 


Decline in Metropolitan Typhid mortality rate since 
MN ciWitn ce gacedsestheesdeibecaktcecdencuuen 79.8% 


Decline in Metropolitan Diphtheria mortality rate 
since IQII 
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Health information in advertisements reached in 


Health pamphlets distributed free in 1925.......... 49,182,126 ccpies 


Trained nursing care for sick Policyholders in 


OE nates bad Sxdic seu isbedicivecs codeevans 2,695,056 visits 
Health film shown to more than............... -».. 2,000,000 people 
Total expenditures for Health and Welfare Work 

among Policyholders in 19025.......0c0eeeeee+ $4,056,482.47 


METROPOLITAN LIFE INSURANCE CO. 
F. H. Ecker, Vice President Haley Fiske, President 








WAS CONVENTION TOPIC 


DISCUSS MERIT OF BLOTTERS 





Value as Insurance Advertising Medium 
Told by E. F. Dorset in Address 
at Philadelphia Conference 





The value of blotters as a medium of 
insurance advertising was stressed by 
E. F. Dorset, direct-by-mail expert of 
Richmond, Va., speaking before the 
meeting of the Insurance Advertising 
Conference in Philadelphia this week. 
Mr. Dorset said that blotters have long 
been used and generally recognized as 
a valuable medium, but that some criti- 
cism had been expressed as to the re- 
sults secured from them. He said that 
those who did not secure results from 
blotter advertising could undoubtedly 
credit it to inefficient copywriting and 
circularization rather than to any basic 
fault of this form of advertising. Mr. 
Dorset quoted a number of advertisers, 
including the Postal Telegraph Com- 
pany, all of whom referred to blotter 
advertising as the most useful direct 
contact form of advertising. 

However, as in all other advertising, 
misuse of the medium can work harm 
rather than good. He cited some cases 
of poor blotter advertising and pointed 
out that good blotters are simply good 
salesmen in print. As an example, he 
said, “Your star salesman would not go 
into a man’s office and say, ‘I represent 
the life insurance company of Utopia, 
assets $75,000,000, resources $16,000,- 
000,000, here’s a picture of our building, 
Fred R. Smith, general agent, Podunck, 
Alaska.’ Yet many blotters do just that 
and you expect them to help sell insur- 
ance. Also your salesman would not 
wear a black hat, a pink tie, a mourning 
band on each arm, a three days’ beard 
and a personality like a wet dishrag and 
then expect to sell insurance. Yet mil- 
lions of insurance blotters carry about 
the same impression.” His suggestions 
for improving blotter advertising were 
to make them human, to give them a 
real message, to make them timely and 
have them properly laid out. 


HEART APPEAL CALLED 
BEST SALES APPROACH 


(CONT’D FROM PRECEDING PAGE) 
support. He may live until age makes 
it impossible to earn a living. He must 
then live upon what he has saved or 
depend upon friends, relations, or char- 
ity for support. 

“To take care of these hazards of life 
he is probably saving part of his pres- 
ent income. But there is a fear which 
haunts him. Will disability, financial re- 
verses, old age and death remain away 
long ‘enough to permit him to save all 
that he would like to save? It requires 
time and health to save money and no 
person has a guarantee of either. His 
life and health are very uncertain fac- 
tors. 

“When the average man sits down, 
thinks seriously and finds himself con- 
fronted with such a dilemma he is more 
than glad to find a way out by a guar- 
anteed plan such as life insurance of- 
fers. That plan will bring him peace of 
mind and guarantee the future happi- 
ness of himself and his dependents. He 
will be pleased to know that it will 
guarantee to pay him a monthly income 
should he become totally and perma- 
nently disabled; to provide a fund to 
keep him in old age when his working 
days are over; to provide for his = age 
in the event of his premature death: 
educate his children whether he lives 
or dies: to cancel the mortgage on his 
home ‘should he not live to do so. 


Contract Descriptions Useless 


“When he has ascertained that such a 
guaranteed plan is securable, then it 
will be time enough to tell him how the 
plan works, if this is at all necessary. 
If the agent expects to sell insurance 
with any degree of success, it is abso- 





lutely necessary that he acquaint him- 
self thoroughly with the clauses and 
conditions of every policy contract he 
handles. He should possess a thorough 
fundamental knowledge of his contracts 
but he should hold this knowledge in 
reserve and keep it for himself until the 
occasion requires it. The description of 
policy contracts should be in the back 
of the agent’s head and not before the 
eye of the prospect in canvassing litera- 
ture. 

“Experience with direct mail letters 
describing contracts show that very lit- 
tle in the way of returns was produced, 
but that letters which registered interest 
were those which spoke briefly of the 
things which life insurance performs. 
Contracts come and go but human na- 
ture does not change, neither do man- 
kind’s fundamental needs for life insur- 
ance protection. Today we are not sell- 
ing insurance policies or companies, we 
are selling life insurance service and 
protection. 

Should Advertise Wants 


“Every prospect wants to know just 
what he will get out of life insurance 
and how the purchase of it would bene- 
fit him more than hundreds of other 
things he might buy for the same 
money. He can be made to see life in- 
surance from one of two angles—either 
as a policy requiring the regular pay- 
ment of a stipulated premium and con- 
taining various options, loan and sur- 
render values, or as food, clothing, 
shelter and education for his family and 
retirement fund for his own old age. He 
will either purchase or refuse life insur- 
ance, retain it or drop it because of what 
he really sees it to be. Advertising 
should be directed at something the 
prospect really wants and he wants least 
of all a life insurance policy, but he does 
want what life insurance protection per- 
forms. 

“When the average family man re- 
ceives suitable literature from the ad- 
vertising department and proper sales 
arguments from the soliciting agent 
pointing out these needs and a guaran- 
teed plan of fulfilling these needs, sales 
resistance will be reduced to a mini- 
mum. The increasing use of the printed 
word has taught the public to lean more 
and more on printing and that is why 
the advertising department forms so im- 
portant a branch of life insurance sales 
work, and why it should properly direct 
its message to the public and coordinate 
with the sales force. The primary pur- 
pose of advertising is to excite the peo- 
ple to want insurance and to aid the 
agent by breaking down sales resistance. 


Is Heart Appeal 


“Life insurance advertising is, after 
all, appealing to the human heart and 
the sentimental side of nature. Wording 
of booklets should therefore appeal to 
the heart and not the mind of the peo- 
ple. The main reason for every sale is 
the intense desire of possession and a 
discussion of what life insurance per- 
forms rather than of policy plans and 
contracts will undoubtedly create that 
intense desire. Policy contracts are too 
technical for the average buyer to un- 
derstand but he will understand his 
needs, desires and aims in life and if 
shown how life insurance can help him 
attain these ends he will surely buy. We 
tell agents to sell program insurance, 
not a policy. But we give him literature 
descriptive of policy and not of program 
needs. Changes wrought by progress in 
selling should result also in changed 
methods of advertising. Much of the 
preliminarv sales work can be done most 
economically by proper advertising de- 
scriptive of needs, and the advertising 
department can guide the minds of the 
agents into the proper channel, that of 
emphasizing the human element rather 
than the policy plan.” 


New Phoenix Mutual Director 

Maynard T. Hazen has been elected 
to the board of directors of the Phoenix 
Mutual Life to fill out the unexpired 
term of the late Atwood Collins. Mr. 
Hazen is second vice-president of the 
United States Security Trust Company 
and a trustee of the Mechanics Savings 


Bank. 
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“IN AT 8—OUT AT 4” 


That is the working slogan of the Equitable Life of Iowa in 
issuing policies on which completed applications are received at 
the Home Office. And the slogan is lived up to. More than 
nine-tenths of all clear cases are issued the same day the appli- 
cations are received. Most of these are issued between trains 
and are sent back by return mail! 









Where extra speed is desired, air mail is employed both to 
and from the Home Office. As an example of the efficiency 
which is maintained, a recent application for $100,000 was 
written in New York. The application and medical report were 
mailed from New York Saturday, and reached the Home Office 
Monday. The policy was issued the same day, was posted for 
the first return train and was in the agent’s hands for delivery 
on Wednesday morning. 











Practical, efficient service to agents is the constant aim of 
every department of this company. 









Men desiring contracts with a progressive, helpful 
Company write to Agency Department. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Home Office: Des Moines 















Founded: 1867 
Equitable Life of Iowa Building, Des Moines 
Iowa’s Tallest Office Buslding 

















AN “AGENT’S COMPANY’—Why? 


TWENTY and thirty year service records are 


common among Union Central men. 


One western Agency has been in the same family 
for three generations! A southern General Agent, 
after 30 years with the Union Central, wrote: ‘The 
Company has always been better to me than its 
contract.” 


Keeping abreast of the times, the Union Central today offers 
more and better helps to agents than ever before in its history. 
Always a great low net cost company, its policy forms are liberal 
and attractive; it maintains a Policyholders’ Division for the 
service of its clients and a Service Bureau for the conservation 
of business and to provide its agents with a constant supply of 
prospects. 





Here is the architect's conception of the 
greater Union Central Home Office building, 
when the proposed annex to the present sky- 
scraper is finally completed. Eight stories of 
the annex are to be erected at once. The com- 
plete plant is estimated to take care of the 
company’s growth for the next 75 years. 


The Union Central Life Insurance Co. 


CINCINNATI, OHIO 
More Than One Billion, 215 Millions of Insurance in Force 
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FUNCTIONS ARE NOTED 





Pr emiums once reduced are permanently lower VALUE OF PUBLIC RELATIONS 


Duties of Department Told by L. A. 
Jacobs of Southland Life in 
Conference Address 

































War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “participating’’ insurance if ‘“‘dividends’’ were 





decreased or passed. PHILADELPHIA, PA., June 23.— 

The importance of public relations to 

" ici ; Cl life insurance companies and the way in 

Do you know of my artes participating policies which the public relations department 

which provide for sharing in mortality savings and of a company functions were summed 

° ° > P . ha up by L. A. Jacobs, director of public 

excess interest earnings! remiums ve been relations of the Southland Life, speak- 

2 : ing before the Insurance Advertising 

reduced under several forms of policies since 1919 Conference here this week. Mr. Jacobs 
and this unique feature is now regularly embodied said, in part: 

° ee ° “The life insurance business is by its 

in all forms of the low-rate non-participating very nature a quasi-public utility. To 

nies i ed by th whom does the life insurance business 

poiicies issu y the belong? To its officers? No. To its 


stockholders? No. To the workers 
necessary to transact its business? No. 


To the policyholders? Yes. And therein 

FEDERAL [ NION - E lies the secret of why public relations 
is going to be an increasingly important 

— ° ° part of the business of life insurance. 

Home Office Cincinnati, Ohio Policyholders of life insurance com- 


panies have a right to know how the 
enterprises, which control so large a 





























Offering Something New and Different 
to 


GENERAL AGENTS 


Arkansas, Kansas, Missouri, Ohio, Oklahoma, Pennsylvania and Texas 








PROSPECTS OR “SUSPECTS?” 


We have devised a unique PRE-APPROACH PLAN which ABSO- 
LUTELY transforms “Suspects” into PROSPECTS. 








A NEW CHILD’S EDUCATIONAL ENDOWMENT POLICY 
insuring the child as well as the beneficiary—a “TWO-IN-ONE 
CONTRACT” waiving further premium payments in event of death 
or disability of the parent or guardian. This contract is non-medical 
up to $2,000.00 and insures children from one day old to nine years. 
Paying in monthly sums when the child is ready for College. 


A closing argument in pictures and facts put up in a convenient 
CANVASSING PORTFOLIO which aids in securing the “name on 
the dotted line.” This brings both the sense of sight and hearing 
into play and PRODUCES BUSINESS that would otherwise be lost. 


Many other NEW FEATURES in the making that will materially 
assist our representatives. 








MEN OF CHARACTER AND ABILITY WANTED 








The Bank Savings Life Insurance Company 
Of Topeka, Kansas 


GEO. L. GROGAN 
Manager of Agencies 
Company Incorporated 1908 Guaranteed Low Cost 





































































part of their savings, are conducted 
And you should be glad to tell them 
For, happily for us all, you have noth- 
ing but good to reveal, and nothing to 
hide or conceal. 

“Now let us take up the functions oj 
a public relations department. Some of 
these you will recognize as integra] parts 
of your business although you have not 
thought of them in connection with 
public relations. 


Varied Activities Listed 


“1, The first duty of a public rela- 
tions department should be to the pol- 
icyholders of the company which it rep 
resents. By various mediums which | 
will explain later, the policyholder can 
and should be kept informed as to the 
progress of his company, of new poli- 
cies made available for his use; of serv- 


tices the particular company willing]y 


renders; of what his policy will do for 
him; of the necessity for keeping his 
policy in force once he has taken it. In 
short, as the: public relations director, 
it is your duty to become the insurance 
adviser of the public, just as the lawyer 
is his clients’ legal counsellor, or the 
doctor his patients’ adviser in matters 
of health. 

“2. Through the insurance trade 
journals, and through the newspapers 
and magazines, the department of public 
relations can keep agents, home office 
workers and the public in general in- 
formed as to institutional developments, 
of opportunities for men in ‘the life in- 
surance business, and of changes in the 
personnel of companies. 

“3. There is no greater task before 
the life insurance business than that of 
spreading information as to health and 
hygiene. In this function the depart- 
ment of public relations can be a movy- 
ing spirit. Long strides have been taken 
in this respect but I am only touching 
lightly on this subject because much of 
the work is familiar to you. In passing, 
however, I call your attention to the 
worthiness of spreading knowledge of 
health matters. You know of the health 
talk advertisements published by various 
companies and of the work of the Life 
Extension Institute. Of late there has 
been another great development; that 
of broadcasting health exercises over 
the radio. My company, I am glad to 
say, has adopted this plan and although 
we installed them but eight months ago, 
we estimate that more than 50,000 peo- 
ple are now taking the exercises every 
morning. 


Combat Legislative Evils 


“4. The life insurance business, I am 
sorry to say, has one problem in com- 
mon with the utilities, namely that of 
unjust legislation. Education is neces- 
sarily a slow process but I believe ex- 
isting conditions could be relieved and 
will be relieved by the public relations 
departments if they will but do every- 
thing in their power to educate people 
in general and lawmakers in particular 
as to the real facts concerning the life 
insurance business. And let me warn 
you, you will be more and more op- 
pressed by taxation and unnecessary 
legislation unless this is done. I know 
of no more important achievement than 
seeking to relieve life insurance of un- 
necessary legislation. 

“5, There are at the disposal of the 
department of public relations of a life 
insurance company, a vast amount of 
statistics in which the public is inter- 
ested. Tremendous strides have been 
taken in the broadcasting of these sta- 
tistics by Statistician Hoffman of the 
Prudential. Much honor is his, and 
justly so, for his work in bringing to 
the attention of the life insurance busi- 
ness the great asset they have in sta- 
tistics ‘of interest to the public.’ We, 
in the south, have been successful in a 
branch of this function; namely, the 
collection and broadcasting of crop re- 
ports which serve not only to give us 
an idea of conditions as they exist in 
regard to agriculture, but also to inform 
the public in general as to the progress 
of crops (which in the south, mean 
progress and _ prosperity). Southern 
newspapers have gladly printed these 
reports and thus spurred along pros- 
perity.” 
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METHODS COMPARED 





GIVE CIRCULARIZATION PLANS 





Discussed Company Systems at Con- 
ference of Sales Research 
Bureau 





NEW YORK, June 24.—No subject 
discussed at the recent conference of the 
Life Insurance Sales Research Bureau 
proved of greater interest than the vari- 
ous types of circularization and the ac- 
tual results the companies had obtained 
from each. 

The Bankers Life of Iowa, said Vice- 
President W. W. Jaeger, circularizes 
salesmen as well as prospects. When 
names are received from agents, cards 
are made out bearing the names of the 
agency manager and the salesman and 
a type letter is sent to them. The com- 
pany has thirty odd types. Each agent 
is allowed 25 letters a week. A quick 
follow-up by the agent is insisted upon 
as the important thing. The cost to 
the company is 6 cents per letter per 
name and the total cost, including the 
salaries of one supervisor and 40 sten- 
ographers, last year amounted to $20,- 
000, while the increase in business di- 
rectly attributable to circularizing last 
year was more than $20,000,000. The 
average new business written last year 
per person circularized was $65. One 
agent obtained 23 application from 30 
names. His first 9 applications were 
for $45,000 and since then he has ob- 
tained 14 more, making 23 applications 
for a total sum of $117,000. 


Plans Are Described 


The Phoenix Mutual has very suc- 
cessfully employed the following con- 
tact plan as outlined by Leon A. Soper, 
manager of the sales promotion depart- 
ment: An agent invites from 25 to 100 
carefully selected prospects to meet at 
a certain time at a certain place. The 
agent gives a general sketch of his 
proposition and seeks to persuade as 
many as possible to remain after he has 
finished his brief talk so that they may 
discuss his proposition more in detail. 
It has been found that from 28 to 30 out 
of 100 will usually remain. Last year 
these audiences produced $1,250,000 of 
business; this year the company expects 
to write $15,000,000 from such audi- 
ences. In May business obtained in this 
way produced 70 to 80 percent of the 
increased commissions of the company’s 
salesmen. 


Return Card Pian 


Frank H. Sykes, vice-president and 
manager of agencies of the Fidelity Mu- 
tual, said his company last year circu- 
larized 1,250,000 names and furnished 
agents with 290,000 definite opportuni- 
ties for doing business on a special in- 
surance plan which combines protection 
and retirement income features. All 
methods but direct-by-mail failed to sell 
agents on the idea of this plan. That 
the use of return cards in letters con- 
stitutes the best method of circularizing 
was the opinion given by J. E. Flani- 
gan, agency manager here of the Bank- 
ers of Iowa. It is the best means a 
new salesman can use, he said, to es- 
tablish a clientele. One of his men had 
50 cards returned from a circular se- 
ries and ultimately sold 39 of them in- 
Surance for an average of more than 
$9,000 new business per card. An im- 
portant point was made by C. P. May- 
field, publicity director of the Fidelity 
Mutual, who said there was little value 
in sending out booklets or pamphlets 
unless accompanied by a more or less 
personal letter of explanation. 


Part of Training 


“Circularizing as a part of training is 
a very fine thing,” said Vice-President 
Stevenson of the Equitable of New 
York. “It is a good idea to make the 
new agent write down 100 names and 
give one reason why each should buy 
insurance. But it is not everybody who 


URGES DRASTIC CHANGE 


WANTS COMPULSORY CLAUSE 





Fraternal Actuary Raps Present System 
of Writing Disability Benefits, 
Suggesting New Law 





A suggestion that the disability clause 
as written by life insurance companies 
be made “a total and permanent” 
clause by law is made by Sidney H. 
Pipe, a fraternal actuary, in the current 
issue of “The Fraternal Age,” a publi- 
cation devoted to the interests of frater- 
nals. Mr. Pipe traced the development 
of this disability clause and pointed out 
the increasing liberalization of this 
benefit to the present day, which he 
termed dangerous. He concluded with 
a recommendation for a law which he 
wished brought before the attention of 
insurance commissioners. 


Fraternals Were Pioneers 


Mr. Pipe states that the fraternal so- 
cieties were the pioneers on this conti- 
nent in the granting of total and per- 
manent disability benefits. He said, 
however, that they give practically the 
same benefits as were given nearly 50 
years ago, when they were first granted, 
these consisting generally of cessation 
of premium payments and the payment 
of part of the sum assured in full set- 
tlement of all other claims under the 
certificate. He points out, however, 
that in granting these benefits, evidence 
has always been required that the dis- 
ability is “permanent.” He states that 
the total and permanent disability bene- 
fit fills a much needed want in the life 
insurance field, but that it should be 
confined to cases that are “permanent” 
and not merely temporary disability. 


Results of Competition 


It is further stated by Mr. Pipe that 
the legal reserve companies did not 
generally adopt the total and permanent 
disability clause until 1907, though one 
company adopted it in 1896. He says 
that the keen competition between com- 
panies resulted in continued liberaliza- 
tion and the adoption of the three 
months’ clause which virtually started 
the consideration of the permanency of 
the disability. 

The cure for this form of competi- 
tion as given by Mr. Pipe is to prohibit 
any company or fraternal society which 
has admitted a policyholder to be per- 
manently disabled by payment of any 
part of a total and permanent disability 
benefit from reviewing its decision and 
refusing to continue the benefit. This 
would confine payment to just the total 
and permanent disability benefits and 
could not cover temporary cases. 








looked over some prospect letters sent 
out by agents and they were a pretty 
sad lot. We must develop individual 
‘power in our agents and make them 
self-reliant and better able to render 
service. If they are incapable of that, 
then the sooner we find it out the bet- 
ter for all concerned. We should dis- 
cover the cripples and weed them out 
quickly.” 

Dr. Stevenson added that solici- 
tation by means of the telephone was 
being much abused. “The trouble is,” 
he said, “that we take some one method 
and try to work it all the time and in 
all cases. The telephone is a fine way 
to make an appointment, but agents 
might as well recognize that not one 
in 15 of them is really qualified to make 
even an appointment in this way. 
Neither the telephone nor circularizing 
nor anything else can possibly take the 
place of the personal call.” 


W. 0. Ferguson, general agent for the 
Penn Mutual Life at Evansville, Ind., left 
Sunday for a two months’ visit in San 
Francisco, Cal., and will be joined later 
by Mrs. Ferguson, who will spend the 
summer in the west, returning home by 
the Canadian route. 




















































A wishbone instead of a 
backbone is not so good. 


If you're just “wishing” , 
in the insurance busi- 
ness.....don t come to us. 


But if you have a man- 
sized backbone and 
want to put it to work 
where the greatest op- 
portunity offers, drop 
us a line. 


Our Square Deal 
Agency Contract will 
be of interest if you are 
living in or thinking of 
moving to Wisconsin, 
Minnesota, Iowa, or 
Ohio. 


Insurance Company 


1 West Main Street 
Madison, Wisconsin 


















can write a good circular letter. I have 
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PLAN ‘BIG CONVENTION 


FINAL DETAILS COMPLETED 





Reliance to Have Over 500 at Home 
Office for Three-Day Agency 
Agency 





Final details are now completed in 
’ the arrahgements for the Reliance Life 
Jubilee Convention to be held in Pitts- 
burgh on July 9. 

Wednesday morning will open with 
the first of the series of agency sessions 
held in the ball room of the William 
Penn Hotel with E. G. McCormack pre- 
siding. The meeting will be opened by 
an address of welcome from H. G. Scott, 
vice president and secretary of the com- 
pany., Immediately following N. 
Tomlinson, supervisor in charge of 
Alabama department, will address 
convention on “Income Insurance.” W. 
L. Baldwin, inspector of agencies in the 
western division, will follow with an 
address on “Physical, Mental and Moral 
Preparedness.” Tom Pruett, general 
agent of the northeast Texas depart- 
ment, will speak on “Selling the Far- 
mer.” T. J. McKenna, assistant secre- 


the 
the 





tary in charge of the policy department, 
will discuss “Issuing Reliance Policies.” 
P. F. Sheedy, general agent of the west- 
ern Pennsylvania department, will give 
the benefit of his experience in “Keep- 
ing Business in Force.” 

During the afternoon 
will attend the ball game at 
Field between the Pittsburgh 
world’s championship club and the Phil- 
adelphia team. 

During the evening a dinner-dance 
will be held. Directly after the dinner, 
L. P. Gregory, assistant secretary in 
charge of the accident and health de- 
partment; A. G. Gainey, agent of the 
Thompson agency in Jackson, -: Miss., 
and Dr. Andrew Johnson, special edu- 
cational representative of the company, 
will speak. 


Conferences in Mornings 


Thursday morning will open with the | 


second of the series of agency sessions. 
Angus Allmond, superintendent of 
agencies of the western division, will 
preside as chairman during this session. 
C. H. Thompson, general agent of the 
Thompson agency in Jackson, Miss., 

will be the first speaker on this morn- 
ing’s program, using as his topic, “Nine- 
teen Years With the Reliance Life.” 

“The Opportunities of a Reliance Sales- 
man” will be the subject of V. J. 


the delegates | 
Forbes | 
1925 





in charge of the | 
F. W. Maule, gen- 


Adams, supervisor 
Ohio department. 


eral agent of the Maule agency in San | I 


Antonio, Tex., will have as his subject 
“Why I Came to the Reliance Life 
After Years of Experience With One of 
the Old Companies.” “Selling the Pro- 


fessional Business Man” will be the 
topic of G. V. Cleary, general agent of 
the Illinois department in Chicago. 


Wilson Slick, general agent of the Cam- 
bria department at Johnstown, Pa., will 


speak on “The Young Man in Life In- 
surance Salesmanship.” Dr. O. M. 
Eakins, medical director, will speak on 


“The Handling of Standard and Sub- 
Standard Risks.” 

Immediately after luncheon a motor 
tour will be taken, followed by an in- 
formal dinner and a theatre party. 

Friday morning will mark the begin- 
ning of the third agency session. W. L. 
Wilhoite, superintendent of agencies of 
the western division, will preside and 
the opening address will be given under 
the subject of “Life Insurance As Op- 
posed to School Teaching,” by J. H. 
Rose, general agent of the Rose agency 
in Houston, Tex. H. T. Burnett, super- 
visor in charge of the western Pennsyl- 
vania department, will follow with the 
subject, “My Experience As a Home 
Office Supervisor.” “Why I Am Selling 
Life Insurance” will be the topic of 
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LIFE ACCIDENT 


Sickness 
Old Age 


Company operating in 29 states 








Business Men’s Assurance Company 


of 


Kansas City, Missouri 


offers 


COMPLETE PROTECTIVE SERVICE 


under its 


AND 


covering 


THE FIVE GREAT HAZARDS OF LIFE 


More than $4,000,000.00 yearly income on 
Accident and Health policies in force. 


More than $32,000,000.00 of Life Insurance in Force. 
More than $11,600,000.00 Paid Policyholders and Beneficiaries. 


Financial Difficulties 
Death 


Capital Stock—$300,000.00 


HEALTH 








W. T. Grant, President 
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L. R. Fulmer, general agent 
ee California department. 
amar, supervisor in charge of 
| Florida department, will 
| “Closing.” “Life Insurance Vision” is 
| the subject of E. J. Schellentrager, spe- 
| cial executive representative of the com- 
| pany. 
Big Closing Day 


The closing address of the agency 
sessions will be given by L. P. Gregory, 
assistant secretary in charge of the acci- 
dent and health department, whose topic 
will be “Perfect Protection.” The after- 
noon of this day will be devoted to an 
inspection tour through the home office. 

At the banquet and reception to be 
held in the evening H. G. Scott, vice 
president and secretary of the company, 
will be toastmaster. On the program of 
speakers are James H. Reed, president 
of the Reliance Life; H. James Francis 
Burke, attorney at law; Edwin W. 
Smith, director of the Reliance Life; 
A. L. J. Smith, president of the Spec- 
tator Company, New York City; C. M. 
| Cartwright, managing editor THe. Na- 
TIONAL UNDERWRITER, Chicago, and E. ( 
McCormack, general manager of the 
Reliance Life. 


ADVERTISING MEN IN 
ANNUAL CONFERENCE 


(CONTINUED FROM PAGE 1) 
confidential attitude about their affairs 
isn’t getting them anywhere.” 

Mr. Holden commented favorably on 
| the direct advertising material displayed 
| on the walls of the convention room but 
pointed out that this was merely sub- 
sidiary advertising. He gave some in- 
teresting figures on the expenditures of 
insurance companies on national adver- 
tising. About $300,000 is the advertis- 
‘ing bill of the companies today as com- 
pared with $40,000 of ten years ago. 
Such a small expenditure doesn’t speak 
well for insurance, he said. 


Due to Early Growth 


He suggested that the lethargy of in- 
surance companies on the subject of na- 
| tional advertising may be due to the part 
that national advertising as we know it 
today is but seven years old while most 
| insurance companies were built up be- 
fore this period. Hence the feeling on 
the part of insurance executives that 
the company didn’t need advertising to 
| grow—why use it now? 
Out of the whole field of companies 
| only a few are doing the big job. The 
time will come when one or two will not 
| bear the brunt and sooner or later all 
will be called upon to pay fare. The fel- 
low who gets the most benefit is the 
man who does the job. National adver- 
tising must be sold the agent and it 
| must be done upon the basis of what it 
| will do for him. Direct mail is all right 
| in its place, but Mr. Calkins said that it 
| was like an orphan standing upon its 
own with no background to back it up. 
| It is necessary to reduce national adver- 
tising campaign to terms of one town in 
| order to show the agent its value. When 
this is done the agent will be sold and 
| the company reap the benefit. 


Cc. S. S. Miller Presided 


After having heard George H. Harris, 
supervisor of field service, Sun Life of 
| Canada, speak on “The Advertisement, 
The Interpreter” at a luncheon presided 
| over by Chauncey S. S. Miller, advertis- 
| ing manager, North British, the conven- 
| tion assembled again for the afternoon 
| session at which Leon A. Soper of the 


| Phoenix Mutual presided. 


| . 
| National Advertising Up 


The predominant note running 
throughout the entire conference was 
the favorable attitude evidenced every- 
where toward cooperative national ad- 
vertising. In the group sessions as well 
as the general sessions the topic kept 
continually coming to the fore. 

It was probably the most important 
session of the conference. Charles H. 
Holland, president of the Independence 
Indemnity, stressed in no _ uncertain 
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terms the need and possibility of co- 
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operative advertising—advertising to the 
general public, educating them in insur- 
ance—the expense being borne by the 
companies proportionately. He advo- 
cated a comprehensive newspaper cam- 
paign costing a million dollars or more, 
pointing out that this’ cost could be eas- 
ily taken care of by the companies 1 all 
would work together. Only one-fifteenth 
of 1 per cent of the premium would be 
necessary to defray the expense. 


Discussed by Life Groups 


In the life group sessions, Vice-Presi- 
dent Norton of the Provident Mutual 
asserted that the time was not far dis- 
tant when a cooperative advertising cam- 
paign would be embarked upon by life 
insurance companies. A great many of 
them already looked upon the plan with 
favor, he said. 

The Canadian life companies have 
been successfully using the cooperatice 
advertising idea for many years. The 
results obtained have been so satistac- 
tory that the appropriation for this kind 





E. A. COLLINS 
Presiding at Conference 


of advertising has been increased from 
year to year. 

The advantages claimed for a general 
advertising campaign of this nature are 
varied and numerous. In the fire field it 
is claimed that the fire loss will be re- 
duced through educating the public that 
less losses mean less insurance cost, that 
the public is not insurance conscious 
and needs to be shown the many uses to 
which insurance can be put, and that 
Many misconceptions regarding insur- 
ance companies can be cleared up. It is 
claimed that the tremendous life insur- 
ance lapsation of $1,500,000,000 annually 
will be materially reduced, the saving 
here alone paying for the cost of the 
advertising. 

These are only some of the things 
which were put forward in favor of na- 
tional advertising of a cooperative nature 
for insurance. Curiously enough not a 
single word of dissent was heard on the 
subject. Company officials, advertising 
men and local agents all joined in hearty 
approval. Whether or not it will be pos- 
sible for companies to get together on 
such a proposition for some time re- 
mains to be seen. 


Adopted Copyright Agreement 


Aside from the election of officers and 
the discussion of the next convention 
meeting place the outstanding business 
of the annual business meeting of the 
insurance advertising conference was the 
adoption of a gentlemen’s copyright 
agreement and the acceptance of the 
“Rough Notes” trophy offer. 

_ The gentlemen’s copyright agreement 
IS an agreement among insurance com- 
panies to submit all advertising to a 
standard of practice committee so that 
there can be no possibility of infringing 
upon some other companies’ original 
ideas. The plan was first brought for- 
ward at the October, 1925, meeting of 
the conference. The desirability of the 
adoption of such a plan has been recog- 














nized for a long time. The present plan 
as adopted contemplates, until actual 
practice has established its feasibility, 
applying only to process and multi- 
graphed letterheads. It is intended that 
eventually it will apply to all kinds of 
company advertising. The advantages 
obtained from such an agreement are 
that embarrassing situations will be 
avoided, a broader knowledge of the 
literature of insurance will be acquired 
by reference to the bulletins and ease of 
method study will be secured. 


Accept “Rough Notes” Trophy 


The “Rough Notes” Company of In- 
dianapolis offered to the conference a 
bronze placque which was to be awarded 
each year to the stock fire or casualty 
company or legal reserve life insurance 
company that ran the best series of ad- 
vertisements, of not less than three, in 
the insurance trade papers during the 


| year. In addition, the “Rough Notes” 


offer included that the man in the com- 
pany who was responsible for the win- 
ning advertising be awarded a gold min- 
iature of the placque and a silver and 
bronze placque be given the men assist- 
ing. The conference warmly accepted 
the “Rough Notes” offer. A committee 
of three to be selected by the confer- 
ence, composed of men outside the in- 
surance company or insurance trade 
paper fields, will act as the judges. 


Hartford Sought Convention 


Hartford put in a strong bid for the 
next conference meeting. It was felt, 
however, that because a great many of 
the conference members are also mem- 
bers of the direct mail association whose 
next convention is scheduled for Detroit, 
this and the fact that the conference has 
not been held in the west determined the 
choice and the date of Oct. 17 and 18. 
It is generally indicated, however, that 
the next spring meeting will be held in 
Hartford. 

After reviewing the great Associated 
Advertising Clubs of the World parade 
of 28,000 advertising men the previous 
evening, and otherwise being entertained 
on Monday night, the group sessions got 
under way, considering the events of the 
night before, quite promptly. 

Casualty Group Meets 


Presiding:at the casualty session was 
Sidney C. Doolittle, Fidelity & Deposit, 
ably assisted by C. E. Rickerd, Standard 
Accident. Two local agents, Horace B. 
Meininger, Philadelphia, and Harry L. 
Godshall, Atlantic City, and Gustav A. 
Dette, secretary of the Insurance Fed- 
eration of Pennsylvania, subbing for W. 
M. Goodwin, past president of the fed- 
eration, told the casualty advertising 
men what they thought of company 
advertising. Summed up, they acknowl- 
edged the value of national advertising, 
spoke with favor on direct mail and bill- 
voard advertising, but some dissatisfac- 
tion was expressed with company en- 
velope stuffers and novelty advertising. 
A. W. Paulding, advertising manager of 
the Hartford Accident & Indemnity, C. 
E. Rickerd, advertising manager Stand- 
ard Accident, and Harry Warner, super- 
visor of publicity Maryland Casualty, 
led discussions and gave their views on 
the various phases of direct mail and 
affiliated advertising. It was generally 
agreed that the agent is reluctant to try 
direct mail advertising, and, if he tries it, 
does not give it a fair trial, but expects 
the business to come to him without 
personal solicitation. A circular that 
told the entire story was recommended 
by Mr. Warner, because of the difficulty 
of getting an agent to try more than 
one mailing. 


Agents Gave Views 


John W. Longnecker, advertising 
manager Hartford Fire, led the fire 
group session. Warren Ellis, Commer- 
cial Union, Clarence T. Hubbard, Auto- 
mobile, and Archie G. Hall contributed 
with talks and led discussions. Fred 
Hickman of Atlantic City and Charles 
Woodward of Niagara Falls, both local 
agents, gave the fire men their views 
on advertising. National advertising and 
sales helps are the two forms of adver- 
tising that aid the agent. It was brought 
out that the agents had become educated 
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CLIVE T. JAFFRAY 
Director and Member Execu- 
tive Committee Since 1905 
T. Jarrray is presi- 
e dent of the “Soo 
Line” (Minneapolis, St. 
Paul, and Sault Ste. Marie 
Railway), an important 
factor in Northwest trans- 
portation, with 4,400 miles 
of trackage. From 1917 
until 1923 he was presi- 
dent of the First National 
Bank of Minneapolis. 
Mr. Jaffray was born in 
Berlin, Ontario, in 1865. 
He entered the banking 
business with the Mer- 
chants Bank of Canada in 
1882, coming to Minneapo- 
lis in 1887, where he ob- 
tained a clerical position 
with the Northwestern Na- 
tional Bank. He was as- 
sistant cashier from 1891 
to 1895, when he left to 
go with the First National 
as cashier, receiving the 
additional title of vice 
president in 1905. In 1917 
he was made president of 
the First National Bank, 
and in 1923 he was elected 
president of the “Soo 
Line.” 
This is Number 3 of 
a serics of nine adver- 
tisements on the Board 
of Directors of North- 
western National Life. 
Each member has been 
eminently successful in 
business, and cach is in 
close touch with the af- 
fairs of the Company, 
taking an active part m 
its management. 




















LOUISIANA 
STATE LIFE 


Insurance Company 
HOME OFFICE 
SHREVEPORT, LA. 





WHY NOT BECOME A GENERAL AGENT? 


A) 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is 


given for promotion. 


In the states of Alabama, Arkansas, Louisiana, Okla- 
homa and Texas, we offer to well qualified agents, lib- 
eral General Agency contracts with choice of splendid 


locations. 


Your communication will be received and treated with 


confidence. 





IRA F. ARCHER 
Superintendent of Agencies 
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on many lines by reading the literature 
which the companies prepare for the 
assureds. The big idea in fire insurance 
advertising was subject to a variety of 
opinions. Fire prevention, sell the agent 
the side lines, and make insurance un- 
derstandable were some of the motifs 
suggested. : 

B. N. Mills, advertising manager 
Bankers Life of Iowa, presided at the 
life group session. Lorry A. Jacobs, 
Southland Life, S. A. Swisher, Equitable 
of Iowa; Frank Loomis, Albert Frank 
& Co.; A. H. Reddell, Equitable Life of 
New York, and William Bradley, Home 
Life, were the speakers and leaders in 
the life group discussions. Here also 
the outstanding, note was cooperative 
advertising. 

Ellis Presided 

After having heard Charles A. Hol- 
land, president Independence Indemnity, 
the last session of the conference con- 
vened with W. W. Ellis, Commercial 
Union, presiding. An excellent presenta- 
tion of blotter advertising was given by 
Franklin Dirst of Whittet & Shopperson. 

Charles Nitz, a member of the faculty 
of the Charles Morris Price School of 
Journalism, concluded the regular ses- 
sions of the conference with an excellent 
talk criticizing constructively the direct 
mail advertising exhibit. This exhibit 
was by far the most comprehensive of 
any ever made by the conference. Miss 
Alice E. Roche, manager, sales promo- 
tion department, Louis F. Paret Agency, 
Provident Mutual Life, was chairman of 
the committee in charge of the exhibit. 
During Mr. Nitz’ talk, C. K. Wood- 
bridge, president of the Advertising 
Clubs of the World, and Thomas B. 
Donaldson, former insurance commis- 
sioner of Pennsylvania, came into the 
room and each graciously acceded to the 
chairman’s call for a few words. Some 
interesting figures were made available 
as to the growth of the conference in 
four years. The aattendance has jumped 
from 26 to over 200. Today over 275 
companies were represented in the con- 
ference convention. 


CARLSTROM GETS INTO CASE 





Would Have Illinois Department of 
Trade and Commérce Take Over 
Illinois Bankers Life 





Attorney General Carlstrom of IIli- 
nois on June 19 filed a bill of chancery 
in the circuit court at Monmouth, IIL, 
asking that the court issue an order di- 
recting the officers and directors of the 
Illinois Bankers Life Association, an 
assessment insurance company of Mon- 
mouth, to appear in court and show 
cause as to why H. U. Bailey, director 
of trade and commerce of Illinois, 
should not assume charge of the assets 
and business of the company. 

The attorney general’s bill alleged 
general misconduct of the business of 
the company. 

The action is another step in the in- 
ternal fight that is being waged by some 
agents and policyholders of the company 
who object to the proposal to change 
the company to the legal reserve basis. 


American Life’s Program 


The American Life of Detroit has an- 
nounced the program of its agency con- 
vention to be held in Detroit July 8-10. 
President C. L. Ayres will deliver the 
address of welcome. E. Marshall, 
superintendent of agencies, will speak 
on “Planning Your Work;” F. D. 
Davis, educational director, “Human 
Needs and Life Insurance;” Russell D. 
Beadle, assistant to the president, 
“Business Insurance” and “Estate Prob- 
lems.” In addition there will be sales 
demonstrations on filling the needs of 
the average man, including educational 
insurance, income for life, credit insur- 
ance, lump sum insurance; sales demon- 
strations of business insurance and on 
estate problems, including inheritance 
taxes. The third day will be given to 
an all-day boat trip through the Detroit 
river, Lake St. Clair, St. Clair Flats, St. 


CHARGES ARE RENEWED 


WANT COMPANY RETURNED 





Policyholder Files Suits Demanding 
That Records Be Returned to Ne- 
braska and Seeking Other Relief 





LINCOLN, NEB., June 23.—J. M. 
Priest, as attorney for John P. Lein- 
inger of Loup City, a policyholder, re- 
newed his attack upon the North 
American National Life, which was 
sold to Nashville, Tenn., interests and 
moved to that city. Following the sug- 
gestions contained in the decree of 
Judge Hastings sustaining demurrers to 
his original petition, filed in the district 
court at Omaha, and holding he had 
stated no cause of action, Mr. Friest 
made two lawsuits out of it. The one 
filed in Omaha recites the history of 
the company, and asks for an account- 
ing. The other was filed with Secre- 
tary Kirk Griggs of the department of 
trade and commerce, of which the in- 
surance bureau is a part, together with 
objections against Commissioner Du- 
mont presiding at the hearing. It is 
contended that he is not a fit person 
for the honor because of his alleged 
bias in favor of the company. 


Demands Return to Nebraska 


Judge Hastings has said that the 
proper course to pursue was to give 
the department a chance to pass on the 
charges, and for this reason Mr. Priest 
filed this complaint. He asks for an 
order that the books and records of the 
company be returned to Nebraska, that 
the approval of the department given 
four years ago be set aside, and for 
such other and further relief as equity 
may demand. He says that it was or- 
ganized as a mutual company in 1906 
and in 1922 was transformed into a 
stock company, a transaction permitted 
by the articles of incorporation. The 
application was made at a time when 

/, Bruce Young was head of the in- 
surance bureau. His father, W. W. 
Young, was one of the organizers and 
officers of the company for a number 
of years. 

Allegations Made 

The same allegations as were made 
in the original petition are in this one, 
including charges that $57,000 of the 
surplus was left out in the change; 
that there was a misappropriation of 
moneys belonging to the policyholders; 
that this was done with the knowledge 
and approval of the department; that 
no order such as is required by law 
was miade in the matter; that the law 
was not followed in that it requires the 
submission of a comprehensive plan, 
the plan adopted being attacked as not 
in accord with the law; that the policy- 
holder was asked to pay $1.25 for the 
stock, while the group named paid $1 
only; that the office building was sold 
for less than*it was carried on the 
books; that the company notified stock- 
holders that they must change their 
policies; that this constituted twisting; 
that the department made changes in 
the examiners’ report after it had been 
signed. 


Has Agency Training School 


The Liberty Life of Chicago, one of 
the leading Negro life insurance compa- 
nies, has inaugurated an eight weeks 
training course for prospective agents. 
The course will commence on June 21 
and run to Aug. 8. The company has 
very carefully selected 20 university 
graduates and is going to put them 
through a complete training course con- 
sisting of class work in the mornings 
and field work in the afternoons. 

The company will also hold its annual 
agency homecoming convention Aug. 
25-27 at the home office when it is ex- 
pected that at least 200 agents will 
qualify for the convention trip. The 
Liberty Life is licensed in six states 
and has approximately $9,000,000 in 











Selling Life Insurance 
with the help of 


Direct Mail 


66 OU can double your 
Life business,” we told 
our Field Force, “by 


using our Direct Mail Adver- 
tising System.” 


And we proved it, by actual 
figures showing the results of 
a test campaign in which the 
average production of those 
agents who used the System 
right, was about three times 
their average production the 
preceding year. 


So, “You can double your 
Life business,” was a conserva- 
tive statement. 


Advertising 


Our Direct Mail co-opera- 
tion is only one feature of our 
policy to place at the disposal 
of our agents every possible 
tool which has been found to 
help in getting business. 

This Company has general 
agency openings in: Illinois, 
Iowa, Indiana, Ohio, Minne- 
sota, Missouri, Kansas , Okla- 


homa, Nebraska, Wyoming, 
South Dakota, Montana and 
Colorado. Any producer of 


Life or Accident and Health 
Insurance, who is not at pres- 
ent under contract with any 
other company, will do well to 
discuss things with us. 


Great Northern Life 


Insurance Company 


HOME OFFICE: 
CHICAGO OFFICE: 








110 S. 


: «s MILWAUKEE 
DEARBORN ST. 











Clair river to Point Huron and return. 





force. 


accidents, including: 


a public highway, 


leads. 


700 Times Building 


E. G. ROLWIN 
President 





GENERAL AGENTS WANTED 
in 
MISSOURI and ILLINOIS 


Our Special Accident Benefits, in addition to 
the complete Double Indemnity coverage for 
accidental death and monthly income for Total 
Permanent Disability, pays an additional bene- 
fit equal to the face amount, for eight special 


1. The wrecking of a public conveyance, 
2. The wrecking of a private conveyance, 
3. Being struck or run over while in or upon 


And five other features. 
We have thousands of Boosters to give you direct 


You will succeed in a high degree as others 
have, if, when and as soon as you represent 


UNIVERSAL LIFE 


INSURANCE COMPANY of MISSOURI 


St. Louis, Mo. 


W. D. LUMPP 
Director of Agents 
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PILOT LIFE MEN MEET! 


HELD AGENCY CONVENTION | 


Annual Three Day Conference of Com- 
pany’s Leading Producers at Spring 
Lake Beach 


SPRING LAKE BEACH, N. 
June 24.—The three-day convention of 


general managers to work out compre- 
hensive and effective publicity programs 
was also stressed by Mr. Richardson, 


who stated that the company’s home | Hancock group policy. 
office stood ready to write copy for the | 


| various agencies and to bear part of the 


J., | 


the Pilot Club of the Pilot Life was at- | 


tended by more than 200 members who 
had qualified by writing at least $100,- 
000 of new business each last year. 

As the largest individual producer of 
the company with a total of $764,500, 
J. W. Brawley of Greensboro, N. C., 
became president of the club for the 
seventh consecutive year. With $404,000 
of paid-for business and 38 weeks in. the 
App-a-Week Club, C. R. Webb of 


dent and A, C. Stuart of Winston-Salem 
with $340,500, second vice-president. 


Sales Services Commended 


Speaking of the necessity of thor- 
oughly instructing agents in life insur- 
ance principles and salesmanship, As- 
sistant Agency Manager T. D. Blair 
highly recommended the Diamond Life 
Bulletins and the R. & R. service. Edu- 
cational courses increase the value of 
the agent to the agency, he said, in- 
creasing individual production and de- 
creasing agency turnover. 

Publicity Manager William B. Rich- 
ardson urged all agents to avail them- 
selves of the sales service letter sys- 
tem offered by the Pilot Life, declaring 
that an average commission of $6.49 had 
paid on every such letter sent out by 
the company. He cited the instance of 
an agent in Baltimore who last year 
wrote $360,000 entirely and directly 
through the use of the system and an- 
other agent in Mississippi who obtained 
17 policies from 25 circular letters sent 
out. How absolutely essential it is for 





expense of their local newspaper adver- 
tising. 
Cite A. & H. Benefits 


The value of accident and health de- 
partments in building up a strong gen- 
eral agency was discussed by C. 
Wimbish, who said that the Pilot’s acci- 
dent and health department was enly 
four years old but was already doing a 
$1,000,000 business. One agent, he 
said, had written 200 applications in 
one month in a city with a population 
of about 50,000. 

The problem of business conservation 
was also treated. The company esti- 
mates that lapses last year cost its 


| insured President John Hancock and his 
| 110 employes in the John Hancock Oil | 


| Company of Minneapolis under a John 
i The insurance 
| was written through the Butts Agency. 
| President John Hancock, although not 

a direct descendant of the famous John 
| Hancock, at least seems to have enough 
| regard for the name to give it to his 


| Own company as well as to place his 


agents $36,000 in renewal commissions | 


alone in spite of the fact that 75 percent 


: : Pl ‘ - | of the lapsed business last year was re- 
Shelby, N. C., became first vice-presi- ! instated. 


To enforce the great im- 
portance of business conservation upon 
the minds of all agents, A. W. Mc- 
Alister, president of the company, an- 
nounced the organization of a new club 
to be known as the McAlister Clan. To 
be eligible agents must write at least 
$100,000 of new business each year, but 
the primary qualification is this:—they 
must also keep on the company books 
at least 80 percent of the business 
written the year previously. The agent 
with the best record from year to year 
will automatically be made president or 
chieftain of the clan. 

In closing the convention President 
McAlister said that as the company was 
only $24,000,000 short at the present 
time, it could easily reach its goal of 


| 
| 
| 


group insurance in the John Hancock 


Mutual Life. 


Honor Indianapolis Life Leaders 


The Counselors’ Club, composed of 
the agents of the Indianapolis Life writ- 
ing at least $125,000 in the club year, 
has been announced for 1925-1926. 
Harold J. Plack, manager at Davenport, 
la., is president, having produced the 
largest volume. John D. Erickson, 
manager central office, Chicago, is first 
vice-president; A. H. Kahler, manager 
of the central Illinois agency is second 
vice-president and W. Irving Palmer, 
field supervisor at the home office is 
secretary. Officers are chosen in order 
of the amount of production. 


Linton Back from Southern Trip 


Vice-president M. Albert Lintgn of 


the Provident Mutual has just returned | 


to Philadelphia after an extensive tour 
in the south visiting the company’s 
agencies in that territory. He addressed 


the company’s men at Greensboro, N 


C.; Spartanburg, S. C.; Atlanta, Birm- 
ingham, Nashville, Knoxville, Blue- 
| field, W. Va.; Lexington, Ky. At 


| 


$100,000,000 of insurance in force by | 


the first of next year if members of the | 


Pilot Club saw to it that all agents of 
the company accomplished what 
were quite capable of doing. 








Unique John Hancock Policy 


The John Hancock Mutual Life has ‘ $5,600,000. 


they | 


Birmingham he addressed the life under- 
writers association of that city. 
Big Gains Shown 

The Continental Life of St. Louis re- | 
ports a tremendous gain in new busi- 
ness for the first five months of this | 
year, the total of $19,363,093 being 51 
percent over the same period of 1925 
and 80 percent over the same period of 
1924. The largest month in this period | 
was March, when the company paid for | 


| delivery of the policy. 


ll 


OPINION ON PRACTICE 


CHECK REBATING 


Superintendent H. L. Conn of Ohio 
Rules on Premium Notes for 
Life Policies 

CINCINNATI, June 24.— The Con- 
cinnati Life Underwriters Association is 
sending out copies of the following de- 
cision recently made by Superintendent 
Conn of Ohio: 


SEEKS TO 


Must Require Interest 


“Since inquiries from time to time 
are submitted as to whether a life in- 
surance company or an agent may take 
a promissory note or other obligation 
which is silent as to interest, in pay- 
ment of the initial premium for a policy 
contract, the ruling of this Department 
is as follows: 

“It is believed that neither company 
nor agent, within the strict application 
of the law of contracts, may take a 
negotiable instrument whether bearing 
interest or not, in payment of a life in- 
surance premium; it is presumed that 
the premium shall be paid in cash upon 
[ No other view is 
with the standard policy 
Even slight attention to the 
language of the policy form discloses 
that the consideration for the policy 
contract is expressed as a given amount 
of money rather than a promise to pay 


reconcilable 
provisions. 


| a given amount in the future. 


“Since, however, the custom has ¢e- 
come more or less general with refer- 
ence to taking a note for the initial 
premium and since the custom seems 
to have had the tacit approval of my 
predecessors, at this time no change is 
required to be made in Ohio. It is, 
however, ruled that every note or other 
instrument given in payment of an in- 
surance premium shall bear interest at 








and Agents 


Reduced Non-participating Rates 
Increased Dividend Scale 
Increased Service to Policyholders 


Admitted Assets 
$6,874,226.76 


If looking for a new connection write the Home Office 





Business in force 


$51,294,000.00 


‘CENTRAL LIFE INSURANCE 


COMPANY OFILLINOIS 


CHICAGO 






PROGRAM FOR 1926 


Several New States Opened 
Free Educational Course 
Increased Standard of Solvency 


All of which came over our own counter—no consolidations. 


Surplus to Policyholders 
$685,729.79 
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Old Line Legal Reserve Company 


Operates in Indiana and Ohio 


Wanted: A few General Agents 


in each State. 


Service to Policyholders Unsurpassed 
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the legal rate, which in this state, is 6 
percent per annum.” 

The decision of Superintendent Conn 
that taking a note without interest is 
rebating will put an end to all practice 
that has been quite general among 
certain agents throughout Ohio. It is 
said that straight rebating and twisting 
has virtually entirely disappeared but 
this is not so with regard to indirect 
violations of the code. At a time, per- 
haps, when it was not regarded as re- 
bating George Pick, the big producer of 
Chicago, originated and practiced ex- 
tehsively the_ practice of financing the 
assured and of taking notes without in- 
terest up to the time when a certain 
amount could be borrowed on the 
policy. 


Is Considerable Item 


At first glance, the elimination of in- 
terest does not appear to be very much 
of a concession but if notes are taken 
for the first three years it amounts to 
considerable. Assuming 6 percent in- 
terest on the first year’s premium the 
concession would be 18 percent; on the 
second premium 12 percent; and on the 
third premium 6 percent or, not 
counting compound interest, a total re- 
bate of 36 percent, which is nearly the 
total of the average first year’s com- 
mission. 

The Cincinnati association has sent 
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out the copy of Superintendent Conn’s 
ruling as a warning and no doubt agents 
in Cincinnati and elsewhere throughout 
Ohio will be careful not to violate it in 
the future. 


Continental Life’s Record 


J. DeWitt Mills, secretary of the 
Continental Life of St. Louis, reports 
that the business for the first five 
months of 1926 shows a large increase 
over last year. The business submitted 
by the agency force in these five months 
from the 35 states in which the Conti- 
nental operates totals $19,363,093. Paid 
for business the first five months of 
1926 showed an increase of 51 percent 
over the same period in 1925, and 80 
percent over the first five months oj 
1924. May, 1926, showed an increase 
in paid-for over May, 1925, of 65 per- 
cent, and over May, 1924, of 199 per- 
cent. The Continental is preparing to 
award to those who performed extra- 
ordinary service during the 20th anni- 
versary campaign, a distinguished ser- 
vice medal, bearing upon one side a 
likeness of Edmund P. Melson, presi- 
dent of the company, and upon the 
other side an inscription relative to the 
service rendered. The Continental ex- 
pects to pass the $100,000,000 mark oi 
insurance in force by Dec. 31, and plans 
will be perfected at the convention to 
accomplish this goal. 


Issues Advertising Booklet 


The Southland Life of Dallas re- 
cently published a booklet of 40 adver- 
tisements which were distributed to the 
members of the Texas Press Associa- 
tion. The booklet shows examples of 
insurance advertisements with the sug- 
gestion that the editor attempt to sell 
advertising space to the representatives 
of the Southland Life. A letter accom- 
panied each booklet which asked that 
the editor talk insurance advertising to 
agents of other companies as well as to 
Southland men. The life insurance 
company offered to give free any of the 
mats catalogued in the booklet. 


Sesqui-Centennial Insurance Exhibit 


A comprehensive insurance exhibit is 
being installed at the Sesqui-Centennial 
Exposition at Philadelphia by some of 
the leading insurance companies of 
America The display illustrates the 
important role played by insurance in 
the conservation of health and elimina- 
tion of poverty. The exhibit is dis- 
played in the Palace of Education and 
Social Economy. 


Convention Committee Headquarters 


The Philadelphia committee in charge 
of the international convention of life 
underwriters in Atlantic City, Sept. 15- 
17, has established headquarters in 
Suite 1202, North American building, 
Broad and Sansom streets, Philadelphia. 
The new headquarters, which will be in 
charge of Henry Chubb, as_ executive 
secretary, are situated within a _ few 
blocks of both the Pennsylvania and 
Reading railroad stations and within 
the shadow of the city hall. 


Improves Bank Burglary Alarm 


G. 8S. Nollen, president of the Bankers 
Life of Iowa, will speak before the 
Iowa Bankers’ Association in annual 
convention at Sioux City, Ia., next week 
on “Cooperation with Iowa Officials and 
Iowa Bankers’ Association in Law En- 
forcement Work,” and W. H. Heinz 
manager of the Bankers’ Life broadcast 
ing station WHO, will demonstrate new 
radio equipment before the convention 
Tt will be recalled that the officers of the 
Iowa Bankers’ Association two years 
ago had the first portable radio receiv- 
ing set demonstrated to them by the late 
George Kuhns, president of the Bankers 
Life. The Bankers Life has been co- 
operating with the Iowa Bankers’ Asso- 
ciation for two vears in broadcasting 
bank burglary alarms, and with the 
new ecquipment recently purchased, it is 
possible to signal alarms not only to the 
offices of sheriffs over the entire state, 
but relay wires with light and bell can 
be installed in the homes of the vigi- 
lantes. increasing the efficiency of the 
splendid work the Bankers Life has al- 
ready done. 
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A LIFE STORY THAT GRIPS 


INSU! Ri ANCE 





EDIT ION 








The Life Insurance Appeal as Told by an Uninsurable Layman to a 
Life Insurance Man 


HE following gripping life story, 
T wnien very forcefully presents the 
life insurance appeal, was told by 
Mansur B. Oakes of Indianapolis, speak- 
ing before the Insurance Advertising 
Conference in Philadelphia this week: 
“One sunny, crisp morning, just be- 
fore the completion of the home of the 
Indianapolis Athletic Club, I walked 
down Meridian street past the club 
building with a friend of mine. He is a 
professional man with an income of 
something like $12,000 to $14,000 a year, 
an income that seems assured for the 
next 10 or 15 years, if he keeps his 
health. 


Yearnings for Big Things 


“Switching from other topics he said 


to me, ‘I wish that I could belong to 
that ciub.’ ‘ At 
“Why don't you?’ I said, jokingly 


remarking that his standing in the com- 
munity was such that he ought not to 
fear a blackball. Very seriously he re- 
plied, ‘I cannot belong to the club be- 
cause I cannot get life insurance. 

‘‘What has that got to do with the 
matter?’ I said, ‘The club has no life 
insurance requirement.’ 

“Then he told me this story. He 
said that only within the past six months 
had he been able to discharge a financial 
obligation that has rested upon him for 
years so that he was starting practically 
at the bottom of a new financial ladder 
and that on account of family history 
and a bad breakdown of his own a few 
years previously, he was unable to 
secure life insurance. 


Is Now Uninsurable 


“Said he, ‘I am now making enough 
money so that I could afford to put $50 
to $75 a month into life insurance, could 
provide my family with all the comforts 
and luxuries good for it, could take the 
family on travels and still could put 
away a considerable sum each month, if 
I could get life insurance. But as things 
now stand I can't afford a single cent 
for any clubs or any luxuries of any 
kind. 

“‘Out of duty to my family I must 
restrict the family to the bare necessi- 
ties of life in order to pile up in good, 
low interest bearing securities, all of the 
money I can so that if anything happens 
to me I will have provided as ade- 
quately as possible for the future of my 
family. That is the reason I can’t be- 
long to the Athletic Club, that is the 
reason I can't do anything except work 
and save. 


“What Might Have Been” 





| my story 


“He went on to say that not realizing | 
that he could not get the insurance he | 


had laid his plans for it, he had found 
out that if he could pass the examina- 
tion, he could, by depositing less than 


Group Department Is Moved 


The entire group insurance depart- 
ment of the Equitable Life of New Yérk 
is now located on the 17th floor of 
the home office building, the record and 
accounting division thus being brought 
into contiguity with the executive and 
sales branch. The move and _ consoli- 
dation was commemorated by a luncheon 
attended by the president, officers of the 
society and group representatives. Sec- 
ond Vice-President Graham presided 
and recounted the growth and develop- 
ment of group insurance since its intro- 
duction by the Equitable 15 years ago 
Mr. Graham stated that the society’s new 
group business for the first five months 
ot this year, added to increases and ex- 
tensions on old groups, represents a net 
increase of $1,000,000 over the group 
production officially reported for the en- 
tire year 1925. President Day stated 
that as the godfather of group insur- 
ance, which had been conceived and 





. | Prudential’s 


sixty. dollars a month with a life insur- 
ance company, provide 
care of his last sickness and burial and 
clean-up expenses and $150 a month for 
his wife as long as she lives, with a 
guaranteed income of the same amount 
each month to his family until his 
youngest children are educated and old 
enough to be more than self-supporting, 
if his wife dies in the meantime. And 
that if he should become permanently 
and totally disabled so that he could not 
work and make the premium deposits, 
that there would be no premiums to 
pay and instead the company would pay 
him $250 a month as long as he lives 
so that the family would be able to get 
along and that these payments 
not in any manner affect the monies to 
be paid to his family after his death. 


$2,000 to take | 


would 


“He said that the contract also con- | 


templated the payment to his wife and 
children of twice the regular amount in 
case he should die by accident, a pro- 
vision that he thought very worthwhile 
on account of the fact that an acci- 
dental death probably would break into 
his plans, making it impossible for the 
family to salvage anything from his 
business affairs which would not be the 
case if he has an opportunity to wind 
up his affairs in a natural way. 


A Picture of Possibilities 


“He was broken-hearted over his 
failure to get life insurance. It had 
meant to him the ability to live in a big 
way out of current earnings. Life in- 
surance for him would have meant the 
insurance of the financial independence 
and happiness of himself and his family 
in the present days as well as the finan- 


cial independence of his family in the | 


days to come and of himself in his own 
old age. 

“He had looked into the plan so care- 
fully that he was able to tell me of the 
reasons why the life insurance com- 
panies could make such contracts, that 
by pooling the premium deposits of all 
the policyholders and investing the 
funds in approved securities, each policy- 
holder could be assured of definite re- 
turns. And he told me how the actu- 
aries had figured on the expectancy of 
life so that every man by contributing 
a small amount to the pool for the 
purpose of carrying out the life span . 
the man who died prematurely, made 
possible for the companies to assure all 
things to all policyholders. 

“As I parted from him downtown he 
said to me, ‘It seems to me that if I 
were a life insurance man I would tell 
from the house-tops—what a 
glorious story the life insurance man has 
to tell!’ 

“His story, as I have told it to you, 
is my idea of the answer to the ques- 
tion of whether the advertising cony 
should describe contracts or perform- 


ance. 


launched during his first year as presi- 
dent of the society, he felt a personal 
sense of pride and gratification in the 
growth of the group insurance depart- 
ment. 


Prudential Appointments 


Following the regular meeting of the 
board of directors of the Prudential ap- 
pointments of Dwight S. Beebe as man- 
ager and Rudolph Diamant as economist 
and statistician of the bond department 
were announced. Both Mr. Beebe and 
Mr. Diamant have been members of the 
bond department for sev- 
eral years. 





Travelers’ New Assistant Secretaries 


Raymond C. Dimon, chief under- 
| writer for the Travelers in the New 
| York district, and John Malone have 





been elected assistant secretaries of that 
company in the life department. 

































































































| am a Pan-American Life Denominational Bill 


Fold. 


My business is to secure interviews for Pan- 
American Representatives. 


Perhaps you do not know of the wonderful work 
I have been doing. Well, let me tell you what 
I did the first three months of this year. Out of 
every 100 names circularized, | brought in 26 
replies. Does that convince you of my worth? 


And I am only one of the many attractive fea- 
tures which the Pan-American offers its Repre- 
sentatives. Its service includes— 


Educational Course 

Sales Planning Department 

Low-cost Life Policies 

Substandard Insurance for Under-average 
Lives 

Child’s Educational Endowment 

Group Insurance 

All Forms of Accident and Health Insurance 


If you are not at present attached and are in- 
terested in learning more about the Pan-Ameri- 
can, write to 


E. G. Simmons, Vice President and Gen. Mgr. 
Pan American Life Insurance Company 


New Orleans, U. S. A. 


and he will be glad to give you full information. 


Very sincerely yours, 














THE NATIONAL 








UNDERWRITER 


June 25, 1926 





























the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G, B. ALEXANDER, President 
CHICAGO, ILLINOIS 











THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


Columbian Nationa] Agents can 
offer the best in 
LIFE, ACCIDENT, AND HEALTH INSURANCE 


Columbian National Policies 
make selling easier 


Policies Lm a by one of the very strongest companies in the country, having 
ample surplus and highest standard of reserves. Exceptional opportunity 
is offer ry ‘salesmen of character and ability. Communicate at once with 
AGENCY DEPARTMENT, 
77 Franklin Street, 

















Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured, which 
average about 50% of the total. It is further evidenced by 
the fact that under 46% of the policies becoming claims, the 
insured carried no other insurance. 

A National Life Contract offers the opportunity for increased 
earnings through selling more insurance to more people. Top contracts available in 
choice territory. 


National Life Association - Des Moines, Iowa 




























Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J. C. MAGINNIS, President J. N. WARFIELD, Jr., Secretary-Tre 
J. BARRY MAHOOL, Vice-President DR. J. H. IGLEHART, Medical Director 





SHOW AGENCY DUTIES 


DISCUSS WORK OF MANAGER 





Was Subject Before Meeting of Life 
Insurance Sales Research 
Bureau 





What are the duties ,of the general 
agent and manager? What are the 
things he must look after in order that 
his organization may function perfectly 
and completely? 

In an outline drawn up by the Life 
Insurance Sales Research Bureau giv- 
ing a birds-eye view of the job, the 
essential duties of the general manager 
fall roughly into eight groups. There 
are his duties regarding policyholders, 
home office, new agents, experienced 
agents, district agents, office organiza- 
tion, the territory and personal effi- 
ciency. 


Continue Personal Production 


As for personal efficiency, a good 
general agent will write a large volume 
of personal business while at the same 
time strengthening his own position in 
the agency by properly dividing his 
time and attention, maintaining physical 
and mental effectiveness and keeping up 
his friendship and prestige with each of 
his agents. He will establish himself 
and his agency as a factor in the com- 
munity by cooperating with other 
underwriters, sharing in civic activities 
and developing a wide social acquaint- 
ance. 

His duties toward his territory re- 
quire him to analyze its possibilities by 
sizing it up as a field for insurance and 
by keeping himself informed about busi- 
ness conditions and events in it. He 
will cover it thoroughly and adequately 
by dividing it into districts and sections 
in each of which he will locate agents 
at the most advantageous and strategic 
points. 


Watch Office Details 


Office organization is very important 
if the machine is to operate smoothly 
and without waste. Suitable quarters 
must be obtained in a suitable location 
and proper office equipment of all kinds 
furnished. Too great care cannot be 
exercised in selecting cashiers, clerks, 
secretaries and others of the necessary 
office personnel.- Office routine must 
be maintained by arranging for banking 
facilities and by supervising bookkeep- 
ing and accounting, collection of pre- 
miums, etc., handling of policy loans, 
etc., and reinstatement work. Lastly, 
examination of risks must be provided 
for. It is absolutely essential to facili- 
tate medical examinations in every pos- 
sible way. Medical examiners should 
be recommended to clients, and there 
must exist channels to gain all other 
necessary information about risks with- 
out loss of time. 


Home Office Tie-Up 


His relations to the home office de- 
mand that the general agent maintain 
the routine of home office connections, 
confer from time to time with home 


office representatives either at the 
agency or the home office, and con- 
tribute ideas and suggestions for the 


general use of the company. 

The manager’s duties to district 
agents are these: dividing up the super- 
visory work of the agency; the care- 
ful selection of district and_ special 
agents; a still more careful training of 
them in supervisory work, and a simple 
system of periodically checking up on 
their work. 

New agents present a more difficult 
problem. The general agent must con- 
stantly add new recruits by seeking out 
likely prospects. He must carefully and 
intelligently sift the good from the bad 
and successfully “close” with them. 
New agents must also be. financed. In 
arranging the contract, the manager 
should be able to advise them on per- 





SPAN OF LIFE LONGER 


GREATER GAIN IN THE CITIES 





More Improvement in Health Condi- 
tions There Than in Country, 
Metropolitan Life Finds 





ROCHESTER, N. Y., June 24.—In 
an address delivered here before the 
convention of the Wholesale Grocers 
Association, Henry Bruere, vice-presi- 
dent of the Metropolitan Life, said that 
the great improvement in general health 
the past 20 years had accrued more 
largely to city dwellers than to the rural 
population. Records of the Metropoli- 
tan, based on the company’s experience 
with several million policyholders 
throughout the country, show that the 
span of life for the wage- earning popu- 
lation has increased nine years in the 
past two decades, while the increase for 
the population at large has been only 
slightly more than four years. This is 
a marked change from conditions at the 
beginning of the century when the 
death rate of members of the industrial 
group was almost one-quarter higher 
than for the general population. 

Vice-president Bruere attributed 
credit for a great part of the improve- 
ment to the life insurance companies, 
which have a direct interest in improv- 
ing health conditions. His own com- 
pany, he said, has spent approximately 
$23,000,000 on social welfare work, with 
a consequent saving in death claims of 
$40,000,000. 











must be efficiently trained by oral in- 
struction, reading and study, and super- 
vised work in the field. These tasks 
require the greatest amount of tact, 
energy and intelligence. 


Aid New Agents 


In regard to experienced agents the 
manager has much that must be done 
well if he is to keep his organization at 
its highest efficiency. He must give 
service to his agents by providing office 
facilities of all kinds, getting live pros- 
pects for them, preparing insurance pro- 
grams for their use, helping them “close” 
cases, and giving financial aid when 
needed. He must untiringly endeavor 
to improve his agents individually. He 
will patiently correct their weaknesses 
and teach them to analyze their own 
work. Under his guidance they will 
lead to a comprehensive study of in- 
surance. He will give them new ideas 
about the uses and sale of life insurance 
and inform them clearly about new 
policy provisions, etc. Each agent’s 
methods and production will be ana- 
lyzed through study of reports, etc., in 
the office and by joint work in the field. 
Finally, a good manager will always 
build agency team work by setting up 
agency objectives, arousing agency 
spirit, lovalty and cooperation, stirring 
up friendly competition in the agency, 
assigning special jobs to certain agents, 
and promoting friendships between the 
agents. 

Policyholder Service Basic 
‘But the general agent’s most im- 
portant work is naturally with policy- 
holders. All his other work is but a 
means to this end. Policyholders must 
be given the most efficient routine ser- 
vice possible. Their misunderstandings 
must be tactfully cleared up and their 


good will patiently cultivated. They 
must be no less tactfully educated 
against loans and lapses. In making 


manager must 
arrange surrenders, settle ma- 
turities and death claims and in every 
way known to him do his utmost for 
the beneficiary. 

If all of these various duties are dis- 
charged faithfully and intelligently, the 
general agent will not then have to 
worry about successfully accomplishing 
what is perhaps his main and greatest 


policy settlements the 


skilfully 





sonal finances and give them sufficient 

















financial backing. Again, new agents 








task—the production of a constantly in- 
creasing amount of new business. 
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COMMENTS ON BROKERS 











WORK OFTEN MISUNDERSTOOD 





Hugh D. Hart Tells of Operations in 
New York, Where They Stand 
in Favor 





NEW YORK, June 24.—Outside of 
this city and San Francisco, where 
peculiar local conditions have favored a 
larger growth of life insurance broker- 
age business than elsewhere, the status 
and functions of life insurance brokers 
are generally misunderstood, according 
to Hugh D. Hart of Hart & Eubank, 
general agents here of the Aetna Life. 

Here and in San Francisco life in- 
surance business is produced in part by 
full-time agents and in part by general 
brokers. Last year the Hart & Eubank 
agency wrote $66,000,000, a considerable 
fraction of this amount, the largest 
written in the country, being derived 
from brokers. 

Brokers, said Mr. Hart, are nothing 
more or less than life insurance agents, 
with all their virtues and all their vices, 
but differing from them in one respect. 
They represent many life companies in- 
stead of merely one. Most of them are 
general insurance men doing a’ huge 
business in fire and casualty lines as 
well. Only in -recent years and only 
incidentally have many of the larger 
brokerage houses here added life de- 
partments, in which they have placed 
some of the best trained and most 
capable life men in the country. They 
have had to do this because of the keen 
competition with the most capable 
agents and because their clients are 
usually the type who demand the best 
of efficient and intelligent service. 


Offers “Full Kit” 


Brokers have found it to their ad- 
vantage to add life departments for 
many reasons. In the first place, they 
work upon the theory that they should 
offer their clients a complete insurance 
service, life as well as fire and casualty. 
By representing many life companies 
they can sell the best and cheapest poli- 
cies of each. .For example, if a broker 
has five clients wanting annuities, he 
will sell a policy in one company to one 
client because that company’s rates at 
a particular age are cheaper than the 
others and will sell another policy in 
another company to a second client of a 
different age for the same reason. In 
recommending policies to his clientele 
a broker is also influenced by the fact 
that one company may pay better divi- 
dends or be more liberal in certain im- 
pairments like overweight or offer 
certain special policies. In other words, 
the modern broker desires to have a full 
kit of tools with which to fashion a 
comprehensive insurance program to fit 
his client’s every need. 

Second, the increasing number of 
large lines written on both individual 
lives and businesses has stimulated the 
life insurance brokerage business. Brok- 
ers are in an excellent position to write 
these large lines, for as representatives 
of many companies they possess un- 
usual facilities for placing even the larg- 
est amounts of insurance. 

The development of a large brokerage 
business, according to Mr. Hart, de- 
pends largely upon six factors: (1) 
Quick service both in the agency and 
the home office; (2) liberal underwrit- 
ing; (3) keeping brokers posted by bul- 
letins, etc., on new policies and selling 
ideas; (4) rates and facilities to meet 
keen competition; (5) courtesy and cor- 
diality: and (6) experts to advise and 
assist brokers in handling difficult cases. 


Buffalo Manager Dies 


Joseph E. Gavin, manager of the 
Buffalo agency for the Equitable, died 
recently at his home there. Mr. Gavin 
was a consistently large producer for 
years, and a member of long standing 
in the Buffalo Life Underwriters Asso- 
ciation. He was its president in 1914. 





SHOULD REACH ALL PEOPLE 
C. T. Hubbard Says That Average In- 
surance Advertisement Is Inclined 
to Be “High Brow” 





PHILADELPHIA, PA., June 23— 
Speaking before the annual convention 
of the Insurance Advertising Conference 
here this week, Clarence T. Hubbard, 
assistant secretary of the Automobile of 
Hartford, suggested that insurance ad- 
vertising be put more within the reach 
of the average reader. In this connec- 
tion he said: 

“The average insurance advertisement 
is inclined to be too high brow. It is 
so frequently filled with illustrated char- 
acters shown in dress suits and evening 
gowns or elaborately outfitted for a trip 
around the world. Seldom do you see 
an insurance advertisement drawn to 
appeal to the average man. Even the 
farmer is a desirable prospect for some 
forms of insurance even if he is not to 
be approached too aggressively for fire 
insurance lines. Many of the words now 
appearing in the insurance company’s 
advertising, both display and folders, are 
far beyond the conception of the average 
reader. The reader, I am afraid, some- 
times form the opinion that it is all very 
clever advertising indulged in, that the 
insurance companies must be wonderful 
outfits and that the reader only wishes 
he was rich so he might take out a little 
insurance. When it is too high brow 
they look upon it as something beyond 
their reach and not intended for their 
consideration at all.” 


“Red” Grange Takes $1,000,000 Policy 


“Red” Grange and his manager, C. 
C. Pyle, recently made application for 
$1,000,000 of life insurance through the 
firm of Baker & Moore, representatives 
of the Pacific Mutual Life in Los An- 
geles. The business will be placed with 
12 companies, including the Pacific Mu- 
tual, Sun Life, Prudential, Mutual Life 
of New York and Union Central. The 
policies are taken out by the Red 
Grange Production, Inc., and will last 
as long as the football star’s film con- 
tract is continued. 


Organize Fellowship Club 


Employes of the home office of the 
Ohio State Life, which recently moved 
into its new home at Columbus, have 
organized a fellowship club wth “The 
friendly side of business” as its motto. 
Officers of the new club are: D. D. 
Messmer, president; F. E. Sturdevant, 
vice-president; Miss Jess Jemrey, secre- 
tary-treasurer; H. C. Fetsch and 
Dorothy McGill, members of the execu- 
tive committee. 


Federal Union’s Good Showing 


The Federal Union is having an un- 
usually successful month in June. The 
company has aimed at a production of 
$1,000,000 a month this year, but has 
not attained that mark in any month 
previous to June. President Frank M. 
Peters reports that a larger volume has 
been produced the first half of June 
than in any entire previous month and 
he is confident that the final amount 
will be more than $1,500,000. 


Increase Lincoln National Capital 


The proposal to increase the capital 
stock of the Lincoln National Life from 
$1,000,000 to $2,000,000 was approved 
by the stockholders at a special meet- 
ing last week. The new stock, which is 
to be issued Nov. 1, will consist of 100,- 
000 shares to be offered at $10 par value. 
Present stockholders will be given the 
first opportunity to take up the new 
issue. On Dec. 31, 1925, the Lincoln 
National had assets of $30,254,054 and 
$404,061,193 insurance in force. 





The Acacia Mutual Life of Washing- 
ton, D. C., has been licensed in Texas. 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—20 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 




















Wilmer L. Moore, 
PRESIDENT 




















COMPLETE COVERAGE 
FROM A SINGLE SOURCE 
Life H 


ealth Accident 
Life Policies—Disability Policies—Accident 
Policies 





Sub-Standard Standard Super-Standard 


One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 




















If If 
Territory does make a difference You are a producer 
If If 


Close co-operation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 
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SOME RECENT COURT 


DECISIONS IN 


THE FIELD OF LIFE INSURANCE | 


| 





Validity of Agreement of Agent Mod- 
ifying “Facility of Payment” Clause— 
One Egan paid the premiums on poli- 
cies of life insurance issued to him un- 
til 1918, when he disappeared and was 
not heard from thereafter. Defendant's 
agent told plaintiff never to allow the 
policies to become delinquent, that the 
person holding the policies and paying 
the premiums would be entitled to the 
insurance after seven years. Plaintiff 
paid the premiums and brought suit at 
| the expiration of the seven years. De- 
fendant pleaded that unless it should 
exercise its right under the “facility of 
| payment” clause to make payment to 
| another, the proceeds were payable to 
the executor or administrator of insured, 
| upon receipt of due proof of death, and 
|not to plaintiff. Held that the agree- 
ment between plaintiff and defendant’s 
| agent constituted an election and the 
company was estopped to claim the 
right to pay any one but plaintiff. Nor 
| did a clause of the policy stating that 
no agent had power to modify it defeat 
| plaintiff's rights. Such clause related 
to modifications affecting the liability of 
the company. The right of election un- 
| der the “Facility of Payment” clause 
| did not increase or diminish the lia- 
| bility of the company. La Raw vs. Pru- 
dential. Ct. of App. D. of C. April 5. 

i 





Empire Mutual 


Life Insurance Company 
of the United States 
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Home Office 
KANSAS CITY, MISSOURI 


EXECUTIVE OFFICES 
1700 I Street, N. W., Washington, D. C. 
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If You Have Knocked the “T” Out of “Can't” 


WE CAN (I. You a liberal first year commission. 
2. An unexcelled renewal commission. 
GIVE {[3. Your beneficiary a renewal pension. 


"“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


As to Application to Revive Lapsed 
Policy—Defendant issued a policy on 
| the life of M, and after two yearly pay- 
ments had been made the policy lapsed 
| in accordance with its terms in default 
of the payment of the third year’s pre- 


icy may be reinstated, after default in 
| payment of premiums, upon proof of 
| good health, temperate habits and ap- 


K ANS A §S 


NOW OPEN 
ROCKFORD LIFE INSURANCE COMPANY 


Write to 














Francis L. Brown, Secretary 
ROCKFORD, ILLINOIS 














mium. The policy provided: “This pol- | 











proved occupation, all of which must be 
satisfactory to the association, and the 
payment of arrearages, etc.” Defend- 
ant’s agent obtained an application for 
reinstatement signed by the assured, to- 
gether with a note for the amount nec- 
essary for reinstatement and forwarded 
them to the home office. Before the ap- 
plication was accepted insured was killed 
and this action was brought on the pol- 
icy. Held that there was reserved to 
assured the absolute right to revive his 
dormant policy as a part of the contract 
upon the conditions specified, which if 
certified in the application for reinstate- 
ment, and in fact then existing, auto- 





| matically revived and reinstated the 
|} merely dormant policy. Muekler vs. 
' Guarantee Fund Life. Sup. Ct. So. Da. 
| May 5. 

** * 


Liability of Insurance Company on a 
Policy Issued to a Person Known by Its 
| Agent to Be in Ill Health—Where in- 
surance company’s agent, though in- 
formed of applicant’s ill health, never- 
theless prepared the application showing 
such person to be in good health, ac- 
cepted the premium, and delivered appli- 
cation and premium to his company, and 
the policy was issued, the premium re- 
tained and the company continued to 
collect the premiums as they fell due 
until the death of the insured, held that 
defense, that the policy was forfeited by 
reason of the false statements in insur- 
ed’s application, was not available in suit 
to collect on the policy. The agent’s 
| knowledge of insured’s ill health was 


|imputable to the company. Security 
Life vs. Woods. Sup. Ct. Oklahoma. 
May 4. 

ne 2 


Requirements of Reinstatement Con- 
| strued.— Where an insurance policv was 
issued granting an absolute right of rein- 
statement, in case of default in payment 
|of premiums, upon compliance with the 
| policy's requirements with respect to 
such reinstatement, and these require- 
| ments did not include a new contract in 
| reference to suicide, held that the insurer 
could not impose an additional term be- 
| yond that stipulated originally in the 
| policy, within which it would not be 
| liable in case of suicide by insured. in 
| granting such reinstatement.—Securit) 
| Life vs. Leeper. Sup. Ct. Arkansas 
| May 10. 
! —__ 
| Springfield Life’s Convention 
| The agents’ convention of the Spring- 
| field Life of Illinois will be held at the 
| home office July 6-7, at which time three 
new policies will be given to the field 
torces. Announcement will also be made 
of the increased dividend schedule for 
1926, as well as of the prospect bureau. 
| Details of these improvements in the 
| Sectng field Life’s service will be given 
out at a later date. 
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AN OLD LINE LEGAL RESERVE COMPANY 


H. B. HILL, President HOME OFFICE—SPRINGFIELD, ILL. 
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NEWS OF LOCAL ASSOCIATIONS | 














KANSAS CITY ELECTION HELD 


A. F. C. Fiske and F. O. Ayres, Officials 
of Metropolitan Life, are Speakers at 
Annual Meeting of Association 


The Kansas City Life Underwriters 
Association held its annual meeting and 
election of officers last week. The 
speakers were A. F. C. Fiske, third vice- 
president of the Metropolitan Life, and 
head of the Canadian office, and F. O. 
Ayres, second vice-president in charge 
of production in the ordinary depart- 
ment of the company. The following 
officers were elected: President, Reed 
G. Hake, agency manager Bankers Life 
of Des Moines; first vice-president, W. 
Frank Gentry, New England Mutual; 
second vice-president, A. Neil Somer- 
ville, Penn Mutual; secretary-treasurer, 
Herley S. Daily, Connecticut Mutual. 

Taking as his subject, “Have .We 
Chosen Our Profession Wisely?” Mr. 
Fiske said, “That depends upon what 
you want out of life. If your only am- 
bition is to make lots of money, so you 
can retire and live a life of leisure and 
luxury, then you have not chosen 
wisely.” Mr. Fiske said that he did not 
believe that the insurance agent is go- 


ing to get rich, because the life insurance | 


business has become a necessity. The 
problem, which used to be to persuade 


Aetna Life, who spoke at the monthly 
meeting of the Spokane association. 
“Man has three natures,” said Mr. 
Gravengaard, “physical, mental and 
spiritual. The life insurance man of the 
future will develop himself to the high- 
est efficiency along all three lines. Out- 
standing achievement demands physical 
fitness plus. That mental training is 
fundamental to success in life insurance 
is receiving increasing recognition. We 
have the example of the sales manager 
who was astounded to find that 86 per- 
cent of his company’s business was pro- 
duced by 32 percent of its salesmen.” 


*x* * * 


Sioux City, Ia.—Rex Truesdell has been 
elected president of the Sioux City as- 
sociation, succeeding W. D. Morton. The 
election took place at the annual picnic, 
at which 125 members and their families 
were present. J. O. Broleen was named 
vice-president; A. M. Carlson, secretary, 
and L. M. Thompson, treasurer. The ex- 
ecutive committee includes W. D. Mor- 
ton, J. J. Crowley, Frank Dougherty, A 
H. Stoeber and J. M. Showalter. 

x * * 

Decatur, Tll.—More than 200 attended 
the dinner meeting of the Decatur asso- 
ciation last week at which Alden C., 
Palmer of the Insurance Research & Re- 
view Service, and Messrs. Dyer and 
Hamilton of the National Institute were 
speakers. 

oS 8 Se 
Waterloo, Ia.—B. L. Holton has been 


| elected president of the Waterloo asso- 


the prospect that insurance was a wise | 


investment, has narrowed down to get- 
ting the prospect to carry the right kind 
of insurance, and to carry enough in- 
surance. “The problem with most in- 
surance companies,” the speaker pointed 
out, “is not to write more insurance. 
What the companies want to do is to 
insure new families, to insure the heads 


of families so that the family can con- | 


tinue to live in the same way after the 
husband dies as before.” Mr. Fiske be- 
lieves that there is too much endow- 
ment and thrift insurance written and 
too little pure life insurance. 

Mr. Ayres, in his address. “Are We 
Taking Advantage of the Opportunity 
Offered?” attributed the growth of the 
insurance business in the last few vears 
largely to the influence of such associa- 
tions as the life underwriters, in getting 
the agents to thinking together on cor- 


rect and advanced lines, in addition to | 


the fact that the associations have done 
a great work in developing the ideas of 
insurance through sales schools and in- 
spirational propaganda. The associa- 
tions help to build men also, in Mr. 
Avres’ opinion, by keeping them in the 
right lines and influencing them away 
from unethical practices. 

* * x 


Central Pennsylvania.—The Central 
Pennsylvania association at its recent 
annual meeting in Harrisburg elected 
W. C. Murray, district manager of the 
John Hancock, president for the coming 
year. Other officers elected were R. B. 
Detrick, general agent of the Union Cen- 
tral Life, vice-president; J. H. Brine, su- 
perintendent Prudential, secretary and 
treasurer; members of the executive 
committee, Herbert L. Smith, E. H. 
Shaeffer, Lee L. Lehman, M. E. Geer and 
A. R. Long. Tribute was paid to retir- 
ing president W. C. Wambaugh, who will 
x0 to Newark, N. J., with the Equitable 
Life. The membership of the associa- 
tion is now 211. 


* * * 
Philadelphia.—David Donley, manager 
of Travelers in Philadelphia, was unani- 
mously elected chairman of the board 
ef directors of the Philadelphia associa- 
tion at the organization meeting of the 


board. The directors decided not to | 
compete in the local membership cam- | 


paign plan as outlined by the National 
association as the Philadelphia organi- 
zation is too busy preparing for the in- 
ternational convention of life under- 
writers to be held under its auspices in 
Atlantic City in September. 

* * * 

Spokane, Wash.—The life insurance 
man of the future will be a trained 
salesman, according to H. Peter Graven- 
gaard, director of sales training of the 





ciation, succeeding J. R. Bunyan. Ray 
Dix, Cedar Falls, was chosen vice-presi- 
dent; J. E. Ray, second vice-president; 
W. T. Edwards, secretary-treasurer; A. 
H. Peterson, national committeeman, and 
Fred Repass and J. R. Bunyan, executive 
committeemen. The club has discon- 
tinued meetings for the summer and will 
resume its programs Sept. 11. 
_  . 

Central Massachusetts.— The Central 
Massachusetts association at its annual 
meeting in Worcester elected the fol- 
lowing officers: President, George A. 
Gabriel; vice-president, Frank EB. Dodge; 
treasurer, James F. Ferre; secretary, 
Otis D. Arnold; members of executive 
committee, Herbert M. Carleton, John T. 
Russell, Christopher Scaife, Chester E. 
Greene, Creighton P. Morton, John M 
Lucy, Percy E. Tolman. 


cd x * 
Columbus, 0.—The Columbus associa- 
tion has elected the following officers: 


President, Howard P. Getz; vice-presi- 
dent, Arch F. Houstle; secretary, Ely 
Miller; treasurer, Boyd Davis. At the 
recent meeting an address was delivered 
by David Putnam of the Commercial Na- 
tional Bank, Columbus, on “Equitable 
Distribution of Business Insurance by 
Contact.” 
se ss @ 

Colorado. The annual meeting and 
election of officers will be held by the 
Colorado association June 25 at Denver. 
The meeting is to be preceded by a din- 
ner. The principal speaker will be 
Charles F. Coffin, vice-president of the 
State Life of Indiana. 

The nominating committee has issued 
a slate for officers to be voted on as fol- 
lows: President, James H. Cowles, 
Provident Mutual, and Ralph E. Taylor, 
Mutual Life; vice-president, P. L. Pease, 
Equitable of New York, and Dayton 
Adams, New York Life; vice-presidents 
at large, Mr. Lacy, Grand Junction, R. W. 
McClain, Colorado Springs, and Mr. Scott, 
Fort Collins; secretary-treasurer, John 
Culbreath, Manhattan Life, and Harry 
Fabling, Pacific Mutual; chairman of 
executive committee, Curt A. Schroeder, 
Northwestern Mutual, and W. R. Wilker- 
son, Mutual Benefit. 

The association held its first annual 
picnic at Chief Hosa Lodge on Lookout 
Mountain. The 150 members who were 
present pronounced the picnic such a 
success that it was voted to make it an 
annual affair. 





x * * 


Rochester, N. ¥.— Rochester life under- 
writers will conclude association activi- 
ties at the end of this month, after 
completing the most successful season 
in the 22 years since its inception. Un- 
der the presidency of John B. Barbour, 
successful monthly meetings have been 
held, insurance playlets presented, and 
other methods employed to further the 
work of underwriters in this district. 
The monthly meetings have been of a 


(CONTINUED ON PAGE 28) 








Aiding the Approach 


HE attractive folders and book- 

lets prepared for agent distribu- 
tion are of inestimable value in 
aiding the approach. 


Well written, strikingly illustrated, 
and printed on high grade papers, 
they present the advantages of in- 
surance in an interesting and 
appealing manner. 


S. T. WHATLEY 


General Agent 
‘Eetna Life Insurance Company 
Suite 2043—230 S. Clark St. 
CHICAGO, ILLINOIS 

















— «99% 


Of all applications accepted. Would these facil- 
ities for placing insurance interest you? 


Our 1925 experience: 


Policies issued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 154%. 


Many of the 134% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks, bringing acceptances up to 99%. 





Actual to expected mortality, 39%. 


~~ 


General Agent Wanted for Pittsburg, Pa. 
Other good openings. For information address: 


The Ohio National Life 


Insurance Company 
CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleby 
Sup’t of Agents 


President 
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Retirement Is Failure 


Ir goes without saying that any life 
company which retires from business is 
a failure, from the insurance standpoint. 
It makes no difference whether the 
company made money for its stockhold- 
ers or not; the insurance business is con- 
ducted just as much for the public and 
for the agent as for stockholders. In- 
surance men are not particularly gleeful 
when a company sells out and is able 
to announce that it has made two or 
three hundred percent more or less for 
the men not in the insurance business 
who put up the money. The insurance 
business wants its stockholders to make 
a legitimate profit on their investment, 
but there are intangible values which are 
destroyed by a reinsurance or a sale and 
this loss is sustained by the insurance 
fraternity as a whole. 

When a new company starts it is as- 
sumed that its intentions are to make 
an insurance as well as a financial suc- 
cess. For the management of a com- 
pany to feel that it has triumphed when 
they have sold it out so as to-make a 
profit for its stockholders is an entirely 
wrong conception of the functions, du- 
ties and responsibilities that go with the 
conduct of a company. A sell-out or a 
therefore must be counted 
not a success, 


reinsurance 
as a failure, 


If the management has been able to 
build up an agency force only by the 
payment of large commissions, advances 
and office allowances which make for 
too high expense as a permanent basis, 
then the management has not built prop- 
erly and is entitled to no credit. Such 
a company is likely to sell out as the 
only means of getting rid of these con- 
tracts and the reinsuring company has 
the problem of readjusting them to the 
proper scale. Even if such a company 
does sell out at a good profit to its 
stockholders, on the theory that ex- 
penses will be cut by the reinsuring 
company, it has not played in good faith 
with its own agency force because they 
had a right to expect that the company 
management knew what it was about 
and if it made agency contracts at cer- 
tain rates of commission the drastic 
method of getting rid of them by rein- 
surance is more disastrous to the agent 
than if the contracts had been made at 
a lower rate in the first place. 

Conducting a company on such a ba- 
sis is not doing an insurance business; 
it is a speculation and an unsound ven- 
ture all through. The mere fact that 
such a company is able to retire and 
pay its stockholders a profit is nothing 
to boast about. 


Life Insurance and Mortgage Loans 


Tue legal reserve life insurance com- 
panies now report in assets more than 
$11,000,000,000. In a recent address As- 
sistant Secretary Wurret of the PRUDEN- 
TIAL spoke of life insurance being a great 
economic factor in the development of 
the country. His talk was directed to 
the NAtionaL AssocIATION oF REAL Es- 
TATE Boarps. The members were inter- 
ested in the statistics that Mr. WurFer 
presented showing what life insurance 
companies are doing in the way of mort- 
gage investments. 


The figures show that the companies 
now have in mortgage loans, $4,823,871,- 
000, or 42 percent of the total assets. 
This figure shows that there are 11 per- 
cent more mortgage loan investments 
among life insurance assets than six 
years ago. The companies have always 
appreciated the value of mortgages from 
the standpoint of interest return and 
safety. Many companies heretofore have 
gone very strongly toward farm loans, 
but now the tendency is toward city 
loans. 


Neighborly Feeling Is Shown 


Tuere is a genuine neighborly good 
feeling among the old line life com- 
panies of ‘Kansas City. At the various 
agency conventions representatives of 
competing companies are invited to 
some of the functions. A year or so ago, 
President J. B. Reynoxps of the Kansas 
City Lire offered a prize to the Mrp- 
LAND Lire, NATIONAL Fiperity Lire and 
Business Men’s Assurance forces for 
leaders in production within a certain 
time. At the annual agency meeting of 


the Mip._anp Lire, Mr. Reynotps spoke. 


The banquet was attended by represen- 
tatives of the Business Men’s Assur- 
ANCE and NATIONAL Fiverity Lire. Com- 
panies in the same city can do much 
constructive work by operating in har- 
mony and ridding the air of suspicious 
and destructive competition. Kansas 
City has set a good example in this 
respect. 


Money should not be the end of serv- 
ice—but a means for performing a larger 
service. 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 














William H. Harrison, superintendent 
of agencies of the Atlantic Life, who 


underwent an emergency operation for | 


appendicitis last week at St. Luke’s hos- 
pital, Richmond, is reported to be now 
getting along nicely although the case 
is a drainage one and it may be several 
weeks before he is on his feet again. 
He played golf the afternoon before he 
was stricken and had no premonition 
of the attack which necessitated 
mediate removal of his appendix. 
a day or two after the operation, his 
life hung in the balance. 
was assistant superintendent of agencies 
of the Connecticut Mutual Life for 


| of the 


im- | 


For | 


after-dinner speaker. He is an able 
lawyer as well as a hustling life insur- 
ance worker, being a graduate of the 
University of Pennsylvania law school 
While at the university he was a noted 
comedian with the famous Mask and 
Wig Club, the dramatic organization oi 
the university. Mr. Kelley is the 
late Congressman William 
Kelley of Pennsylvania. 


memory 


son 


D. 


Honoring the of the late 


| Morgan G. Bulkeley, president of the 


Mr. Harrison | 


some years before going. with the At- | 


lantic Life a year ago. Previously, he 
was general agent at Louisville for that 
company. : 


Herbert S. Fentress, secretary of the | 


Norfolk, Va., Association of Life Under- 
writers, met a tragic death last week, 
being killed in an airplane accident 
while he was taking a ride over the city 
with Harold L. Stiler, United States 
navy reserve flyer. The plane was ex- 
ecuting a stunt when it suddenly 
crashed to earth in a nose dive, both its 
occupants being killed instantly. Mr. 
Fentress was agent for the Pacific 
Mutual Life. He was formerly associ- 
ated with the Norfolk local agency of 
Fentress & Sons, but since the first of 
this year had been devoting his time 


entirely to the writing of life insurance. | 
| summed 


Col. Fred W. Fleming, former vice- 
president of the Kansas City Life and | 
for the last six years one of the receiv- 
ers of the Kansas City Street Railway 
Company, has been discharged by the 
courts with incidentally a very hand- 
some fee as receiver. Col. Fleming will 
take a few weeks’ rest and will then 
probably 
tral Surety & Insurance Company, 
probably as chairman of the board. It | 
is possible he may take the place of | 
Dennis Hudson as president of the com- 
pany, which will shortly be ready for 
business. In anticipation of the com- 
plete organization of the company, pre- 
liminary agreements have been made 
with President E. G. Trimble of the 
Employers Irdemnity to take over the 
direct business and agency plant of that 
company, leaving the latter to be an 
exclusive reinsurance company. R. E. 
McGinnis will be vice-president of the 
Central Surety, no secretary having yet 
been chosen. 


Henry S. Nollen, president of the 
Equitable Life of Iowa, made a dedica- 
tory address this week in honor of Dr. 
M. L. Bartlett, “the grand old man of 
music in Iowa,” for whom Bartlett Hall 
here has been named. 


R. H. Sabin, one of the old time life 
insurance men of Chicago, died recently 
in a Milwaukee hospital. For many years 
Mr. Sabin was connected with the R. D. 
Bokum general agency of the Mutual 
Benefit Life. Later he was connected 
with the Mutual Life of New York and 
Massachusetts Mutual and other com- 
panies. He had been in the Milwaukee 
hospital for some time. There was a 
Masonic funeral. 


Vice-President Harry M. Cutler of 
the National Life of Vermont was in 
Chicago last week, inspecting the mid- 
western loans of the company. Mr. Cut- 
ler reports conditions very satisfactory 
and is particularly enthusiastic about 
the tremendous growth in Chicago in 
the past five years. Mr. Cutler had not 
been in Chicago for five years and the 
extensive building which has been done 
in that interval presented quite a new 
city. 


Albert B. Kelley, the newly elected 
president of the Philadelphia Life 
Underwriters Association, is a wit, a 


raconteur par excellence and a gifted 











take active hold of the Cen- | 





Aetna Life, and affiliated companies, 
who was also the first president of the 


National League, the Pittsbtirgh Pi- 
rates, the baseball world’s champions, 
went to Hartford recently and visited 
the grave of Mr. Bulkeley. They also 


played an exhibition game while in that 
city. 

The boards of directors of the Trav- 
elers companies have prepared for pre- 
sentation to the stockholders of these 
three companies a small booklet repro- 
duction of the handsomely engrossed ad- 
dress presented to President Louis F. 
Butler on the tenth anniversary of his 
election to the presidency. The address 
printed in this booklet was originally 
read to Mr. Butler at the directors’ 
meeting in February and is a notable 
tribute to the chief executive of these 
companies. It expresses the admiration 
of the directors individually and col- 
lectively. The tribute is somewhat 
up in the paragraph which 
reads: 

“Becoming a part of the Travelers’ 
organization 35 years ago in a subordi- 
nate clerical position, our president has 
filled with wonderful success the vari- 
ous offices to which he has been from 
time to time deservedly promoted and 
with that modesty and lack of self as- 
sertion which is as characteristic today 
as it was when he filled a humbler po- 
sition, serving as a junior under two 
illustrious predecessors. He has given 
to our company that tireless devotion 
to principle, wisely constructed thought 
and masterly action which have made 
his activities and success the marvel 
of the insurance world and for which 
we find it difficult to express properly 
our thoughts and appreciation.” 


Dr. E. F. Robinson, medical director 
of the Business Men’s Assurance, and 
his son, Ernest Kip Robinson, have left 
on a six weeks’ trip. Their plans in- 
clude a visit to Dr. Robinson’s daugh- 
ter at Wellesley College, and from there 
they will go to Montreal to sail for 
Southampton, Eng. The six weeks’ va- 
cation will include a visit to England, 
France, Switzerland and Italy, before 
sailing Aug. 1 from Havre, France. 


General Agent Clarence N. Anderson 
of the New England Mutual at Des 
Moines is receiving congratulations on 
the graduation last week of his daughter, 
Adella Marie Anderson, from Des 
Moines University. Miss Anderson is 
only 16 and is the youngest graduate in 
her class. Miss Anderson has received 
an honorarium “for scholarship and 
service” and in addition to her scholarly 
attainments is a talented musician. 

C. (Tex) Hardin, formerly agent 
at Louisville tor the Pan-American Life 
and now an Equitable agent at Middles- 
boro, Ky., who took up golf about three 
years ago, went to the finals in the Ken- 
tucky state golf championship June 18, 
carrying Chris Brinke, former state 
champion and this year’s winner, to the 
17th green in the semi-finals, before he 
was beaten. Mr. Hardin, who has been 
pitching semi-professional baseball for 
some years, is a strong man, an excel- 
lent athlete and one of the longest driv- 
ers in Kentucky, and gives promise of 
being a serious contender for the next 
few years. 


Dr. C. P. Clark, assistant medical di- 
rector of the Mutual Benefit Life, was 
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in Chicago last week, giving a demon- 
stration test of the new urinalysis appa- 
ratus which he, working with the medi- 
cal directors of the Metropolitan and 
Prudential, perfected. It has proven a 
great aid in measuring albumen and is 
being rapidly adopted by the medical 
departments of other companies. 


In celebration of the birthday anni- 
versary June 15 of C. A. Craig, presi- 
dent of the National Life & Accident, 
a huge “birthday cake” measuring nine 
feet in diameter and three feet in height 
and burning 2,400 candles, representing 
as many ordinary applications, was pre- 
sented to him. A surprise party was 
held for the president upon his arrival 
at the office Tuesday morning. The 
2,400 candles representing ordinary pro- 
duction amount to $3,470,000. The huge 
cake attracted wide attention as it set 
in the lobby of the building, surrounded 
by flowers and palms. “President’s 
month” in honor of President Craig’s 
birthday, closed with 1,218 producers. 
On a per man basis the southern divi- 
sion led with an average of $1,624 per 
man. Their submitted volume totalled 
$1,257,850. The western division ranked 
second. 7 


Henry W. Price, for many years gen- 
eral counsel of the Illinois Life, has 
joined the law firm of Musgrave, Op- 
penheim & McKeever of Chicago. The 
firm will now operate as Musgrave, Op- 
penheim, Price & McKeever. 








LIFE AGENCY CHANGES 











SPRINGFIELD LIFE CHANGES 





Illinois Company Opens New Branch 
Offices in Various States in Line 
With Expansion Program 





The Springfield Life of Illinois has 
opened several new branch offices and 
general agencies. Superintendent of 
Agencies C. Hubert Anderson has re- 
turned to the home office from a trip 
through Kansas, where he opened a 
branch office in Wichita in charge of 
E. H. Law. General agencies were 
established at several points throughout 
the state as follows: W. J. Kelly, Pratt; 
W. A. Schroeder, Wichita; J. P. Mc- 
Clellan, Independence; E. D. Brad- 
street, Shields; Albert M. Ingersoll, Ar- 
kansas City; W. M. Sines, Cimarron; 
N. B. Calder, La Crosse; J. Warren 
Dunfield and Roy A. Hoglund, Emporia, 
and Fred Fredell of Republic. 

Mr. Anderson made arrangements for 
a new branch office in Oklahoma City 
in charge of J. S. Coe. Mr. Coe has 
already established general agencies at 
Guymon under Ernest Klooz and 
Thomas J. Randol. 

G. W. Kilman, formerly of St. Louis, 
has moved to Mattoon, Ill, where he 
has established a general agency. Mr. 
Kilman was formerly superintendent of 
the North Side Agency of the Western 
& Southern. 

Leo V. Anderson of St. Joseph, Mo., 
has just been appointed general agent 
at that point. 

H. B. Francis and Wm. H. Hogle of 
Watseka, Ill, have recently been ap- 
pointed general agents there. 


T. G. Tucker 


The firm of Tucker & Taylor, district 
agents for the Atlantic Life at Hunting- 
ton, W. Va., has been dissolved, and 
T. G. Tucker, member of the firm, has 
been appointed general agent for the 
company with territory including the 
city of Huntington and the counties of 
Cabell and Wayne. 


C. A. Stanton 


The Equitable Life of Iowa has pro- 
moted C. A. Stanton, a soliciting agent 
in the Gary agency, to agency manager 
in that territory succeeding Lloyd E. 
Douglass, who was transferred to Dav- 
enport, Ia. Mr. Stanton’s first business 
experience was with the Western Elec- 




















Ringing the 
Liberty Bell 


As part of the Sesqui-Centennial pro- 
¢éram in Philadelphia, the old Liberty Bell 
which once stirred the world as it spoke 
for Independence, will be rung again. It 
will commemorate the heroic action of 
our forefathers. 


As we pledge anew our loyalty to our 
national institutions in this anniversary 
year, we realize that “the spirit of ’76” is 
not lost. 


& Every life insurance agent who faces the 
new day with a determination to battle 
the foes of independence with all his 
strength and energy, is carrying on for a 
greater America. His heroic effort is con- 
tributing to the safety of our most sacred 
institutions. 


It should be the ambition of the Home 
Office organization of every life insurance 
company in our land to support their cour- 
ageous field men to the limit; to make their 
noble work as effective as possible. 


All offthe energies of the spirited Home 
Office co-workersof The Lincoln National 
Life are dedicated to that purpose. 


(Genk uP (orn me Q)LINCOLN) 
The 


Lincoln National Life 
Insurance Company 











‘‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 
More Than $425,000,000 In Force 
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ASK US WHY WE BELIEVE 


IT 


Atlantic Life 


In surance Company 
RICHMOND, VIRGINIA 

















GET WITH A 


LIVE COMPANY 


That’s progressive, full of and 
for its Agents and Policyholders 


Phone Harrison 8054 


like the great 
BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 
that’s breaking all records. 


FOR FULL TIME MEN WE OFFER— 


1—Free Schooling starting soon. 

2—Free Circularizing. 

3—High grade premium notes handled. 

4—Advances against commissias on high grade premium notes. 

5—A Line of Special Estate and Income Contract Unsurpassed. 

6—Rate Book illustrations that help you sell and sell big. 

7—Preferred disability for professional men and executives that is 
written by no other Company. 

8—Regular Disability and Double Indemnity. 

9—Preferred Risk Rating and Class A, B and C Ratings. 

10—Covering the entire field as no other Company covers it. 

11—Monthly Saving plan for employees in groups of five or more. 

12—Other helps such as no other Agency offers you and backed by a 
live General Agency Staff. 

13—If you want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 
De FOREST BOWMAN 
AGENCY MANAGER 
BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd., Suite 637-649 




















tric Company in Chicago and _ the 
Northwestern Indiana Telephone Com- 
pany at Valparaiso, Ind. He became 
general superintendent of the latter in 
1910, holding this position for some 
years before he entered the life insur- 
ance business. He has been connected 
with the Gary agency of the Equitable 
Life of lowa since 1925. 





Pedro Gatell and P. B. Armold 


Pedro Gatell,, general agent for the 
Merchants Life of lowa in Los Angeles, 

| succeeds E. P. Perrine, who has resigned 
| as Pacific coast supervisor. Mr. Gatell 
will have the title of manager for south- 
ern California. His territory does not 
include the entire coast as formerly. P. 
B. Armold has been appointed associate 
manager with Mr. Gatell. Mr. Armold 
was formerly president of the Armold 
Sales Training Institute of Los Angeles. 











H. D. Reynolds and L. E. Fahrion 


Harry D. Reynolds, former city treas- 
| urer of Huntington, W. Va., has_ been 
| appointed local manager of the North- 





University. He will have for an as- 
sociate L. E. Fahrion of Sutton, who 
has had some ten years’ experience in 
| North Carolina. Their offices will be 
in the First National Bank building. 


McCarger & McKay 








| 
| McCarger & McKay of Portland, | 
| 


Ore., who have been associated with 
the Aetna Life for many years, have 
been named general agents for the New 
World Life of Spokane. 


William F. Goodell 


William F. Goodell, who has repre- 
sented the Equitable Life of Iowa at 
Hagerstown, Md., the past two years, 
has returned to Des Moines to become 
a member of the St. John & Carter 
agency. Mr. Goodell is a graduate of 
the University of Iowa and took the life 
insurance course at New York uni- 
versity. He is a son-in-law of B. F. 
Hadley, secretary of the Equitable. 


W. H. Ryan 


W. H. Ryan has been appointed state 
manager in Iowa by the Peoples Life of 
Indiana. Mr. Ryan is well known in 
the territory, where he has been agency 
superintendent of the Northwestern 
Life of Omaha. He will make his 
headquarters in Cedar Rapids, his old 
home. 











W. P. Bennett 
The Reliance Life of Pittsburgh is re- 
entering Utah, effective July 1. It will 
have as its general agent W. P. Bennett, 


an agent of the Equitable Life of New 
York, who has been in the insurance 
business since 1919. Offices will be 
maintained in the new Continental Bank 
building, Salt Lake City. The Reliance 
did business in Utah several years ago, 
but withdrew after a comparatively 











short time. 





Claude Briggs 


Claude Briggs, who resigned as gen- 
eral agent for the Manhattan Life in 
Detroit in 1924 to become associated 
with the Ohio National Life, has re- 
turned to his old position. He succeeds 
John C. Townsend, who has resigned 
to enter the general insurance field. 
Prior to 1924 Mr. Briggs was general 
agent in Detroit for three years. 





J. N. Houston Agency 
The J. N. Houston Insurance Agency 


|of San Antonio, Texas has been ap- 


pointed to represent the Old Line Life 
of Milwaukee. The appointment covers 
San Antonio and vicinity. The company 
is composed of J. N. Houston and Wal- 


- | lace F. Houston and has been in exis- 
western Mutual Life at Huntington. He | 
took a course in insurance at New York | 


tence 16 years in that district. 





Acacia Mutual Appointments 


The Acacia Mutual Life has appointed 
Thomas R. McHenry branch manager 
for Oklahoma City. 

C. G. T. Appleton has been appointed 
branch manager at San Jose, Cal. 


C. C. Hillis 


C. C. Hillis has recently been ap- 
pointed district manager at Long Beach 
of the home office agency of the Pacific 
Mutual Life. He is an experienced life 
insurance salesman, having represented 
the company heretofore as an agent in 
the field. More recently he has been in 
business as a broker. As a _ personal 
producer Mr. Hillis is very successful, 
his annual volume of paid for new in- 
surance from $250,000 to $500,000. 


DeVilbiss & Chupp 


In a recent issue it was stated that 
George M. DeVilbiss, general agent of 
the Minnesota Mutual Life in Seattle, 
had consolidated with William W. 
Chupp, the new firm to operate as De- 
Vilbiss & Chupp. The firm is a general 
agency in Lincoln, Neb., instead of 
Seattle. 











Life Agency Notes 


Frank E. McAnear, superintendent of 
schools at Warren, Ark., for the past 


| four years, has joined the Home Life of 
| Little Rock and will establish an agency 


at Russellville, Ark. Mr. McAnear is a 
graduate of Hendrix College, and is 
president of the Hendrix Alumni Asso- 
ciation. He was formerly superintendent 
of Schools at Russellville. 














EASTERN STATES ACTIVITIES | 











MAGEE IS LANSING PRESIDENT 


Notable Program of Achievements for 
Past Year Reported at Asso- 
ciation’s Annual Meeting 


LANSING, MICH., June 24.—Or- 
ganization of a managers’ club, increase 
in membership by exactly one-third, suc- 
cessful conduct of a group advertising 
campaign, and carrying out of a gen- 
eral program of meetings, luncheons and 
dinners which were addressed by many 
insurance notables, marked the past year 
for Lansing Life Underwriters’ Associa- 
tion, it was brought out at the annual 
meeting. New officers were elected as 
follows: Edward B. Magee, Sun Life, 
president; Glenn S. Kies, Peoria Life, 
vice-president; William Nickel, Ameri- 
can Life, secretary; Ray Warner, Ohio 
National Life, treasurer. George E. 
Donnell, retiring president and local 
manager for the Northwestern Mutual 
Life, was named with Stephen V. Klem, 
Provident Mutual, to the board of direc- 
tors. 











The newly formed managers’ club has 








adopted a unique plan of holding 
“breakfasts” rather than luncheons or 
dinners, the scheme having been settled 
upon on the theory that the early morn- 
ing hours are the least valuable from 
the standpoint of the life agent, while 
the mind, on the contrary, is most fresh 
and alert and productive of suggestions 
valuable to the entire group of agency 
managers. The most recent of these 
breakfasts was held this week at the 
home of J. Arthur Pino, a vice-president 
of the National association. Asa 
Grey of Mutual Benefit Life was the 
speaker for this meeting, explaining to 
the other managers some of the secrets 
which have made possible an unusually 
low turnover in the agency force of his 
company. 

The advertising campaign, although 
its direct results cannot be very readily 
traced, is considered to have been most 
successful. Large advertisements por- 
traying the advantages of adequate life 
insurance and the tragedy of its lack 
have been inserted semi-monthly in the 
principal local newspaper, which was 
also persuaded to use considerable life 
insurance news in connection with the 
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“ad” and a series of valuable articles, 
“Guiding the Life Insurance Buyer,” by 
Griffin M. Lovelace. To each advertise- 
ment was appended a list of the agents 
cooperating in the campaign. 





Expect to Pass Goal 


The results of the first half of the 
month in the special production cam- 
paign being carried on by the Detroit 
Life indicate that the goal of $3,500,- 
000 of June business will easily be 
passed and possibly a new high mark 
for Michigan of $4,000,000 will be es- 
tablished. Over $2,000,000 was reported 
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during the first half of the month. The 
quota originally established was $100,000 
| a day, with a final goal for the month of 
$3,500,000. Three Detroit agents have 
already written over $100,000. 





Ohio State Has Winning Team 


A baseball club, which has thus far 
won every game it has played, each 
time with a score of six runs against its 
opponent’s smaller number, has been 
organized by the home office employes 
of the Ohio State Life at Columbus. 
Homer J. Roling, an agent, is serving 
as manager of the team. 





Seventy -Five Years Ago 











the Massachusetts Mutual Life Insurance Com- 
pany was organized by a group of men with 
unusual foresight. They conceived an organ- 
ization that would create a personality of strength 
and friendliness, and conduct its affairs so as to 
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NEBRASKA SURVEY IS MADE 





Review of Life Insurance Situation for 
Past 40 Years Completed by 
M. A. Hyde 





A recent survey of the life insurance 
situation and history, so far as Nebraska 
companies are concerned, has_ been 
made by Maurice A. Hyde, chairman of 


the Lincoln Chamber of Commerce in- | 


surance subdivision and assistant secre- 
tary of the Security Mutual Life. His 
record shows that 40 years ago there 


were but two Nebraska companies, both | 


assessment concerns, which have long 
since faded from the picture. The 
Bankers Life of Lincoln, organized in 


1887, was the first old line company | 


formed in the state. Between that time 
and 1906, 36 life companies were or- 
ganized, but only seven of these are now 
left. 

The big growth has been in the last 
20 years. Invested assets increased the 


first 20 years, up to 1906, from only | 


$40,000,000 to a little over $60,000,000, 


while the total now exceeds $150,000,000. | 


These are held by the 15 old line life and 
eight fraternal or assessment companies, 
and last year they faced the necessity of 
finding safe investment for $35,000,000 
income. 

Mr. Hyde says these smaller com- 
panies, dividing the field fairly with 
their outside competitors, have demon- 
strated their value to the state. 





To Meet in Indianapolis 


INDIANAPOLIS, June 23.—The an- 
nual meeting of the Indiana section of 
the Business Men’s Assurance of Kan- 
sas City will be held here Friday and 
Saturday at the Lincoln hotel. This 
sectional agency meeting will be at- 
tended by President W. T. Grant and 
E. J. Montague, director of field service. 
F. W. Moller, supervisor of the Indiana 
branch, will be in charge of the session. 


Mutual of Illinois Has Iowa Meeting 


Fifty Iowa agents of the Mutual Life 
of Illinois will hold their annual state 
meeting in Iowa City this week. The 
meeting will be in the office of J. O. 
Hoffman, Iowa City representative. 





|SET NEW FIVE-DAY RECORD 
| Chicago Agents of Equitable Life of 
New York Honor Vice-President 
Davis with $4,783,000 





The Chicago branch of the Equitable 
Life of New York established a five-day 
production record last week, when it 
wrote $4,783,000 in new business in a 
special “Five Days for Davis” campaign 
|in honor of vice-president Frank H. 
Davis, who was in Chicago for a con- 
ference with the agents of the Chicago 
division. A luncheon was given in his 
honor, with over 350 agents present and 
the results of the special campaign were 
presented to him at the luncheon. Mr. 
Davis responded with a few words of 
appreciation and a “pep” talk to spur 
the agents on to continued effort such 
as that shown during this campaign. 
The results were far more than antici- 
pated and far beyond the goal originally 
set. H. D. Berls, resident supervisor 
in Chicago, had set a goal of 500 appli- 
cations and the final results showed 828 
applications written in five days, for a 
total of nearly $5,000,000. The A. E. 
Patterson Agency led with 167 applica- 
tions for $1,230,000, all written in the 
five days. 





Metropolitan Officials in Omaha 


Eleven home office officials and rep- 
resentatives of the Metropolitan Life 
were in Omaha to attend the triennial 
convention of agents from Nebraska 
and Iowa Saturday. In connection with 
the meeting 350 business and profes- 
sional men of Omaha were invited to 
attend a banquet Saturday night. The 
delegation included: F. O. Ayres, Dr. 
Lee K. Frankel and A. F. C. Fiske, 
vice-presidents; D. Ross Metzger, sup- 
erintendent of agencies, and Mrs. Helen 
C. Lamelle, J. H. Van Horn, H. S&S. 
Todd, A. J. Chaasey, H. F. Cunning- 
ham, Charles Deaudette and Miss Tan- 
nant, all connected with the home office 
staff. 








Merle Hartwig, assistant auditor of 
the Royal Union Life of Des Moines, was 
married Saturday to Miss Opal Carlson 
of Des Moines. They are spending a 
two weeks vacation in Chicago. 














IN THE SOUTH AND SOUTHWEST 








VIRGINIA AGENCY CONVENTION 





Mutual Life Field Club Held Annual 
Session—Hutcheson Elected 
President 





RICHMOND, VA., June 23.—Point- 


ers on how he has been able to write | 
one or more applications a week during | 


the past three years and five months 
were given by J. B. Hutcheson at the 
fourth annual convention of the Virginia 


Field Club of the Mutual Life of New | 


York, held in Richmond. Mr. Hutche- 
son, who is district manager for the 
company at Roanoke, explained that one 
way he turns the trick is to make a 


practice of always singling out at least 
one person on Monday of each week to 
be written before the close of the week 
and to concentrate on this prospect. He 
impresses upon the prospect that he is 
working to maintain a record, and he 
said that it is remarkable how quickly 
the prospect becomes interested, if really 
in need of insurance, when the situation 
is explained, and usually takes a per- 
sonal pleasure in helping him to keep 
up his record. Just before leaving Ro- 
| anoke for Richmond he wrote a $20,000 
case and he brought the application 
| along with him. He was elected presi- 
| dent of the Field Club for the ensuing 
| year. Vice-presidents were chosen as 
| follows: C. E. Lindsay, Charlottesville; 





win and hold the confidence of policyholders. 


During all these years this institution has faith- 
fully maintained the spirit of service inaugurated 
at its birth. Today it ranks with the best com- 
panies in the country and is known throughout 
the land as The Company of Satisfied Policy- 
holders. 
JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


of SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 























The Essential. Three 


A real opportunity in an agency convention with a Life Insurance Company 
depends upon three essential factors. 


1. Security. The Company must have absolute security to maintain the confidence 
of the buying public. 


2. Service. In case of policyholder and agent alike, service must be rendered in 
a high degree of efficiency. 


3. Satisfaction. Satisfied clients are the greatest assets of any organization. (Our 
satisfied clients and our successful agents are proof that our service and security 
has registered.) 


If you are interested in knowing the details of our liberal agency contract 


Write 
Manager of Agencies 


Cleveland Life 


Insurance Company 
Cleveland - - Ohio 





FOR THE STATE OF MINNESOTA 


An “old-time” state agency contract with satisafctory non-forfeiting 
renewal commissions and some “h t-to-good ” cooperation now 
open to a man who can demonstrate ability to do a real job of agency 
building in that splendid state. 


Address—Ralph H. Rice, President 


NATIONAL FIDELITY LIFE 
Insurance Company 


Home Office: Kansas City, Missouri 











THE NATIONAL 
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Retirement Annuities 


The Midland Retirement Annuity contract is 
unusually liberal and profitable for the annuitant. 


No medical examination is required. 


Full deposit plus dividends returned in event of 
death before maturity or available for withdrawal 


after ten years. 


ninth years. 


Liberal cash values the second to 


Monthly payments for ten years certain and as 
many years thereafter as annuitant shall live. 


Disability protection also included if wanted. 


Open territory for general agents in Illinois, 
Indiana, Michigan, Pennsylvania, West Virginia, 
Maryland, District of Columbia, New Jersey and 


Virginia. 


Address Agency Department 


The 


MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


Assets $12,000.000 


COLUMBUS, OHIO 


In force $77,000.000 




















OPENINGS AT 


Eureka, Calif. 
Fresno, Calif. 


Fort Wayne, Ind. 
Indianapolis, Ind. 
South Bend, Ind. 
Springfield, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Pueblo, Colo. 
Denver, Colo. 


Cincinnati, Ohio 
Columbus, Ohio 
Dayton, Ohio 
Springfield, Ohio 
aid, Okla. 
Amarillo, Texas 
El Paso, Texas 
Cheyenne, Wyo. 
Richmond, Va. 
Roanoke, Va. 
Wenatchee, Wash. 





Santa Barbara, Calif. 


Grand Rapids, Mich. 








‘‘Underwriters— 
Notice”’ 


“POOR RICHARD” said— 


“All that glitters is not gold.” 


Promises and Percentages may be made 


to “glitter’-—BUT 


The real gold that an Agency contract 
puts into your pants pocket is the real 
measure of that contract. 


DURING RECENT YEARS 
THE RENEWAL INCOME 
PAID MINNESOTA MUTUAL 
AGENTS AVERAGED AP- 
PROXIMATELY— 


For Agencies less than five years old 
For Agencies up to seven years old 
For Agencies over ten years old 
REMEMBER THAT’S JUST 
RENEWALS !!!!! 


These men know how real gold 
glitters—and they know it paid 
them to get and keep an Agency 
contract that is right. 


For one like it write 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL, MINNESOTA 


Now a $125,000,000 company 

















J. P. Wells, Danville; J. H. Harrison, 
Deltaville; E. L. Ayres, Lynchburg; 
Austin Brokenbrough, Richmond; W. P. 
Dodson, Norfolk; W. O. Bristow, 
Franklin, was elected secretary-treas- 
urer. 

A banquet was held the evening of the 
first day of the convention, Samuel B. 
Love, Virgmia manager, introducing the 


the convention. 


spoke on “Loyalty.” Other speakers 
were Dr. T. R. Snavely, dean of the de- 
partment of economics at the University 
of Virginia, who showed how insurance 
can be used in payment of inheritance 
and other taxes; and Lucian L. Watts, 
of Albemarle county, who is secretary 
of the Association of Workers for the 
Blind in Virginia. 





Daniel Issues Warning 


Commissioner Daniel of Texas has 
issued a written warning regarding per- 
sons posing as representing the Bank- 
ers Life of Dallas. A corporation by 
that name was chartered by special act 
of the Texas legislature in 1870 and 
nothing has been heard of it for 40 
years. Commissioner Daniel says: 

“The above named company has not 
been licensed or authorized by the de- 
partment of insurance of Texas to 
engage in the insurance business and it is 
in no manner operating under the sup- 
ervision of this department. No one 
has been licensed to solicit applications 
for insurance or in any way act as 
agent for this company by this depart- 
ment. Articles 568 to 572, both in- 
clusive, Penal Code of 1925, makes it a 
criminal offense for any one to assume 
to act in negotiation of insurance with- 
out a certificate of authority from the 
commissioner of insurance, as agent or 
solicitor for such company. 

“I am calling attention to the matter 
for the reason that I have been receiv- 
ing numerous letters of inquiry with 
reference to persons operating as 
agents for the company in various parts 
of the state.” 





Negro Company to Expand 


A permit from the Arkansas depart- 
ment has been granted the Great South- 
ern Mutual Life, Negro, giving it au- 
thority to sell $150,000 of stock and thus 


company plans to expand into other 
states. 

Directors of the Great Southern Mu- 
tual are among the best known Negro 
citizens of Little Rock. The company 
has been operating in Arkansas for five 
years and has more than 5,000 policy- 
holders. Officials of the company in- 
clude: A. W. Zilton, president; Fred T. 
Jones, treasurer, and T. J. Price, secre- 
tary. 





New Texas Negro Company 


Texas is to have an old line life in- 
surance company for Negro patrons. It 
is announced at Houston that the com- 
pany is now in process of organization 
and that it will be officered, owned and 


| 

| directed by Negroes. 
new company will be the Beacon Life. 
| It is understood the capital will be $100,- 
000 and the home office will be main- 








qualify as an old line company. The | 








The name of the 


tained in Houston. It is said the com- 
pany will write old line policies and also 
sick and accident policies. J. B. Grigsby 
and N. Dudley, Jr., are in charge of the 
organization and the Marine Bank & 


speakers and explaining the purposes of | Trust Company has been made deposi- 
Eldon D. Wilson, su- tory for the organization. 
perintendent of agents for Virginia, | 





Saufley Holds Hearing 


Commissioner Saufley of Kentucky 
will likely hand down his decision this 
week in the case of the Commonwealth 
Life and the Intersouthern Life against 
W. T. Hines of Bowling Green, Ky. 
Complaints were made by these com- 
panies that Hines had been making de- 
rogatory remarks concerning the com- 
panies. The insurance law of this state 
prohibits such a practice and provides a 
severe punishment if the alleged offender 
is found guilty. Mr. Hines is a promi- 
nent business man in southern Ken- 
tucky, and is in the insurance business 
in that section of the state. The license 
to act as insurance agent may be re- 
voked if the offender is found guilty. 
The companies are alleged to have lost 
some business in southern Kentucky in 
the last year on account of unfair tac- 
tics. There may be complaints made 
against other agents. 





Indianapolis Life Texas Meeting 


Agents of the Indianapolis Life in 
Texas attended a three days’ conference 
in Dallas last week. S. Y. Matthews, 
district agent for north Texas, presided. 
The meeting developed into a school of 
instruction for agents and a forum at 
which the men soliciting business in va- 
rious parts of the state gathered first 
hand information concerning operations 
at the home office. 

Among the home office officials at- 
tending the conference here were Frank 
P. Manly, president, and Joseph C. Cop- 
erton, agency manager. Nathan Adams, 
one of the leading bankers of the south- 
west, discussed life insurance and busi- 
ness, and Mr. Manly and his agency 
supervisor told the Texas men what the 
home office is doing and what it expects 
Texas to produce this year. 


Oklahoma Life Figures 


According to figures released by the 
Oklahoma department, the total life in- 
surance in force in legal reserve com- 
panies was $49,000,000 greater at the 
end of 1925 than at the close of 1924. 
The 1925 report shows that the business 
written in the year amounted to $178,- 
064,355, an increase over the amount 
written in 1924, which totaled $151,368,- 
663. Fraternals showed a decrease in 
new business written in 1925. The new 
business totaled $34,940,848, as com- 
pared with $36,569,212 in 1924. Fra- 
ternal insurance in force Dec. 31, 1925, 
amounted to $163,030,972, as compared 
with $166,026,573 in force Dec. 31, 1924, 
a decrease of $2,995,601, although claims 
paid reached a higher level in 1925 than 
in 1924 by $2,995,601. 

















PACIFIC COAST AND MOUNTAIN FIELD 














Sacramento Agent Wins Presidency of 
El Capitan Club of the California 
State Life 





With a total production of $438,500, 


agency of the California State Life 
qualified for the presidency of the El 
Capitan Producers Club, of the com- 
pany’s field organization, for the club 
year beginning April 1. Membership is 
based on a minimum of $125,000 of per- 
sonally written new business, exclusive 
of term, paid for by May 31 following 
close of the club year. The retiring 
president, Alex. Kaiser, general agent 
at Sacramento, paid for over $400,000 
of personally written new insurance in 











HART HEADS PRODUCERS CLUB | 


J. Vivian Hart of the Sacramento | 








addition to a large amount of term 
business. He led the field in second 
place but was ineligible for office under 
club rules. Ed. H. Wilkes, also of the 
Sacramento agency, qualified for the 
first vice-presidency with $267,750. He 
was followed closely by Mead Harlan, 
general agent at Fresno, who won the 
second vice-presidency with a total pro- 
duction of $254,687. The third vice- 
presidency is shared jointly by George 
D. Aune and Ray C. Swain of Riverside, 
whose joint production amounted to 
$391,250. 

The company will hold its annual 
agency convention at the Casa del Rey, 
Santa Cruz, Cal., June 28-July 2. 


Great Republic Home Office Outing 


The annual outing of the home office 
force of the Great Republic Life of Los 
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Angeles was held last week at Hermosa 
Beach. The attendance numbered about 
80 and in addition to the home office 
staff included a few members of the 
local agency and their families. The 
forenoon was devoted to an athletic 
meet under the direction of Mr. Jensen 
of the actuarial department, and a base- 
ball game in the afternoon was followed 
by swimming in the plunge and in the 
surf. Secretary F. B. Olds presided as 
toastmaster at the luncheon, and in a 
few brief remarks President A. Otis 
Birch expressed the pleasure of the 
company in welcoming its employes to 
this annual event. The absence of Vice- 
president W. H. Savage was a source 
of regret. He is away on a vacation 
trip to Lake Tahoe and Yosemite Na- 
tional Park and is not expected home 
until about July 1. 


Kansas City Life’s Seattle Meeting 


Nearly 100 delegates attended the con- 
vention of the Kansas City Life at 
Seattle last week. Five states, Wash- 
ington, Oregon, Montana, Utah and 
Idaho, were represented. 

J. B. Reynolds, president of the com- 
pany, was in Seattle for the conference. 
He said the company has $28,000,000 of 
insurance in force and 12,000 policy- 
holders in the Pacific northwest. Man- 
agers for four states were present. They 
were Wallace Hunter of Salt Lake City, 
Charles Gramm of Portland, Ore.; Dan 
Hynds of Billings, Mont., and N. E. 
Scott of Seattle. J. F. Barr, vice-presi- 
dent, and Walter Cluff, educational di- 
rector, were also present. 


Metropolitan’s Northwest Changes 


John W. Prins, assistant superintend- 
ent of the Rainier district of the Metro- 
politan Life at Seattle, who has been 
promoted to superintendent of the 
Yakima district, with headquarters at 
Yakima, Wash., is a native of Holland, 
having graduated from the University of 
Leyden in 1911. He was instructor in 
history at the University of Pennsyl- 
vania in 1919 and in 1917-18 he was in 
charge of relief work for the combined 
interests of Red Cross, Danish consulate 
and Y. M. C. A., with headquarters in 
China. He was in Moscow during the 
Russian revolution. 

Mr. Prins went to Java in the inter- 
ests of a Seattle importing firm in 1920. 
He joined the Metropolitan Life in 1921 
as agent and was made assistant super- 
intendent of the Rainier district in 1923. 
In 1924 he was treasurer and in 1925 
vice-president of the Seattle life under- 
writers. 


West Coast’s Oregon Meeting 


_Oregon representatives of the West 
Coast Life of San Francisco met in 
Portland for a two-day session last 
week with Gordon Thomson, vice- 
president. W. A. Walker won signal 
honors for completing ten years of ser- 
vice with the company, being presented 
with $200 in cash, a wrist watch and a 
wallet, as also was the star producer 
in that territory. 


West Coast Gets Big Group Contract 


Subject to vote by the entire board of 

directors, the insurance committee of 
the Loyal Legion of Loggers & Lumber- 
men, generally known as the “Four L,” 
has selected the West Coast Life to issue 
a master group disability policy to cover 
‘Four L” members against sickness and 
accident. Voting is being done by mail 
and a majority has already been re- 
ceived favoring the plan and the com- 
pany to carry the risk. 

The “Four L” organization is an asso- 
ciation of employers and employes in the 
lumber industry of the Pacific northwest 
and is supported and controlled jointly 
by men and managements. It has more 
than 10,000 members in Oregon, Wash- 
ington and Idaho. The insurance will 
be available for members about July 1. 


Not Entering Group Field 


Officials of the Jefferson Standard 
Life, which has been reported as being 
about to enter the group field, state that 
the company has no intention of enter- 
ing that field at any time in the near 
future. 
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IS MOTORCYCLE MOTOR CAR? 


Louisiana Supreme Court and Kansas 
Insurance Department Take Oppo- 
site Views of Question 


ACCIDENT AND HEALTH 

















decision of the 
court of Louisiana that a motorcycle 
is not included in the term “motor 
driven car” as used in a policy providing 
recovering for injury or death resulting 
from being thrown from “a private horse 


The recent 


supreme | 


drawn vehicle or motor driven car” in | 
which insured was riding or driving, 1s | 


of interest to accident companies. The 
case is that of La Porte vs. North 
American Accident. The insured met 
his death by being thrown from a mo- 
torcycle which was equipped with a seat 
at the rear upon which another person 
could ride. The supreme court affirmed 
the judgment for the defendant, holding 
that a motorcycle is not a motor driven 
car. 

The case is of especial interest inas- 
much as the Kansas insurance depart- 
ment a few days ago advised the Peer- 
less Life & Accident of Topeka that an 
injury by a motorcycle to a policyholder 
is subject to the same settlement as if 
the holder were hurt by an automobile. 
The department held that the courts of 


a state have ruled that motorcycles and | 


motorcars are all in the same category 


and that there can be no disclaimer of | 


liability by reason of the term “auto- 
mobile” or “motorcar” being used in the 
policy, without motorcycle being men- 
tioned. In the Kansas case a mail car- 
rier in Topeka was run down by a mo- 
torcycle with a side car. He died some 
days after the accident. The reinsur- 
ance company objected to the payment 
of the death claim. 


The policy was a 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of CALIFORNIA 


Has openings for General Agents, District Managers and 
Local Agents in Missouri, Kansas and Oklahoma. Lib- 
eral First Year and Renewal Commissions, Up to Date 
Policy forms and Services of Agency Supervisor in de- 
velopment of territory. 


For Full information address 


W. H. SAVAGE, Vice-President 
Great Republic Life Bidg., 756 S. Spring St. 
Los Angeles, California 
Or A. L. HART, Agency Supervisor 
3639 Paseo, Kansas City, Missouri 











DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, never slow, 
wever ways forward to accomplishment.” 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 
= and devele ents now mark 
eating demand 


a quickening grow 
success. 


contracts completely revised in 1925. New contracts attractive in appearance, 
x to read,” easy to understand to construe. 

justified by experience and all the new warranted by science 

Improved Disability and Double Indemnity Benefite— 


ry uction (allotment) Plan of insurance now written by the Company. 
nce now written on standard forms, ages 10 to 15. 

idend scale in 1926—the sixth consecutive increase. 

A ity of policy loans granted locally at Managing Agency Offices. 

The pany writes all standard forms of insurance. Same terms to men and women. 
Age limita, 10 to 70, inclusive. : 

A Company conservative for entire safety, but forward-looking and forward-moving in 
accord with the new spirit and new demand of the times. 


Those who contemplate taking up field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 
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$1 contract with limited liability and ap- 34 Nassau Street . = New York City, New York 
plied only when the holder was Stak) ————————————_— —_—~——— 
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Policyholders’ 


Do 
| Company 
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of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1925 was upon applications of 
members previously insured in the Company. 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


53.3% 


iN {LWAUKE dee We 


Baoa NO 
Once a Policy- 
holder—Always 


a Prospect. 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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by an automobile or injured or killed | turity. Combined with the life insurance 
as a passenger in a public conveyance. | Policy to guarantee completion of the 

contract in the event of death, this 
makes a full guarantee for the pur- 
R | A N i | F E PROVIDENT L. L. & A. CHANGES chaser of real estate that he will con- 
summate his contract, without interrup- 
Accident and Health D t nt is Re- | tion by death or disability. 
organized Into Three Divisions . 
REINSURANCE CO. Iatend of Fou Names Michigan Manages 
Cc. W. Lent of Fort Wayne, Ind., the 
= . company’s leading producer of accid 
CHATTANOOGA, June 23.—The | and health een ge Er. Ww. Saute of 
Provident Life & Accident has reor- | Springfield, Ill, general agent for ‘cen- 
OFFICES ganized its accident and health depart- tral Illinois, have been appointed asso- 
° , ment, reducing the four branches here- | ciate State managers for Michigan for 
DALLAS, Home Office Building tofore maintained to three, each of which | a es a — get age of 
2 * * . @ & ué site Oo Inois, which nas 
CHICAGO, 29 S. La Salle St. FF 000g 2a annual premium income of | just entered that state. Their territory 
> ab ’ . oe mm | will cover about two-thirds of the state. 
include the pay order division, the per- | Mr. Parks will have his headquarters 
sonal accident and health division and | at Ann Arbor, while Mr. Lent has not 
the railroad division. not yet decided as to his location. 
. . W.. Kirkse vice-presiden nd ——— 
Prompt Service From Both Offices a of the am pe eneanined Spokane Agency Led 
Es mh : - : 
Maximum Security to Treaty Holders continues in that capacity. Harry R.| 
y y Oliver, formerly manager of the rail- | ©. Gemmill of the J. Deatherage Insur- 
road department, becomes manager of na SS os _e 
j s s e States a 
the personal accident and health divi- | contest during the month ending May 
sion, a combination of the commercial | 20 for number of individual policies 
and monthly premium department with | written for the Federal Casualty of De- 
A. C. BIGGER MORTON BIGGER the automobile accident department. | troit. He secured 77. The Deatherage 
President Secretary Harry tal Conley, formerly manager of | agency won first place among the 302 
the railroad departmen h nd- | agencies. 
eS —™ =~ N = nn ard peor a i pn Be A Ba. _" rement 
ical Director RCago Sveanager which was taken over by the Provident | Rainey Gives Sales Courses on Coast 
Life & Accident, succeeds Mr. Oliver A course of instruction on accident in- 
as manager of the railroad department. | surance sales work is being conducted 
—— | M. E. Lesueur, former manager of the | at the Seattle office of the Missouri State 








ACACIA MUTUAL LIFE ASSOCIATION 


.Over $200,000,000 
Over $ 16,000,000 


THE IDEAL POLICY 


The low initial premiums of the stock 
company, combined with the dividends of 
the mutual. A privilege a Master Mason 
cannot find elsewhere. 


_ACACIA agents place more insurance per 
capita than agents of any other company. 


Insurance in Force........ 
Assets .. 





Renewals based on volume of business—not on premiums collected 


If you care to better your position, write to 


WM. MONTGOMERY, President, WASHINGTON, D.C. 
Homer Building, 601 13th Street, N. W. 


SL 
—_—_—_ 














SERVICE LIFE INSURANCE CO. 


Home Office 
LINCOLN, NEBRASKA 


offers very liberal contracts to agents 
Address applications to: B. R. BAYS, Pres. 





























“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “‘Easy Lessons in Life Insurance,”" a text and review book with quiz supplement. $1.56 The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 8 
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| commercial and monthly premium de- 
partment, becomes assistant secretary 
of the company. John J. Kennedy, for- 
merly manager of the automobile acci- 
dent department, becomes assistant 
manager of the personal accident and 
health division. John T. Neligan, who 
has been chief clerk of the commercial 
and monthly premium department, will 
be assistant to the manager of the per- 
sonal accident and health department. 





Solicited Rotary Convention 


The Federal Life of Chicago put on a 

unique accident insurance campaign in 
Denver last week during the annual con- 
vention of Rotary International. The 
| company offered to the 10,000 visiting 
Rotarians, as well as to the public in 
general, an accident policy paying a 
maximum of $7,500 at a cost of one dol- 
lar per year. It was represented in the 
campaign by the Denver “Post.” 

Because of the extensive publicity, the 

campaign being given front page space 
for almost a week, 3,000 policies were 
sold. In most instances policies were 
written not only for the head of the 
family but for each individual member 
also. 





Insures Real Estate Purchasers 


The Federal Life of Chicago has made 
| a connection with the George F. Nixon 
; & Co. real estate firm of that city to 
| insure the purchasers of real estate 
against disability during the period of 


which the time payments run and shows 
a decreasing number of _ installments 
payable, 


payment, guaranteeing that the purchase | 





, moted C. 
'to a superintendency there. E. L. 


| 
| 








| contract will not be interrupted by loss 
of earning power from disability. The | 
policy is written for the period over | 





as the contract approaches ma- / 


Life by James L. Rainey, accident field 
supervisor. A similar course will also 
be given at the Portland, San Francisco 
and Los Angeles offices in July and 
August. 





National L. & A. Changes 


National Life & Accident has pro- 
F. Walker of Kansas City, Mo., 
Petree 
of Knoxville has been promoted to su- 
perintendent in that district. 


The 


Graham General Manager 


L. W. Graham, for the past three years 
secretary and treasurer of the Home As- 
surance of South Bend, Ind., and a mem- 
ber of the board of directors, has been 
apointed general manager of the com- 
pany succeeding the late R. R. Koch. 
Mr. Graham will retain his position as 
secretary and treasurer of the company. 
Mr. Graham is a graduate of Northwest- 
ern University in science and law and a 
member of both the Illinois and Indiana 
bars. He was formerly connected with 
the trust department of the Union Trust 
Company of Chicago. 
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WITH INDUSTRIAL MEN | 














NEWS OF THE PRUDENTIAL 
Red Bank District Has Been Divided to 
Facilitate Handling of Business— 
Promotions Made 


NEWARK, N. J., June 23.—A steady 
expansion of its business activities in 
Monmouth and Ocean counties has im- 















































most prosperous period in its thirty-eight years of existence. 


The Western and Southern! Life Insurance Company 


W. J. Williams, President 
HOME OFFICE: CINCINNATI, OHIO 


= 


The Western and Southern’s 


Half-Billion Dollar Year 


The incentive of reaching the mark of Half a Billion of life insurance in force during 1926 has accelerated 
production by The Western and Southern field force to such a degree that the Company is now experiencing the 
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pelled the Prudential to divide the pres- 
ent Red Bank district into two separate 
districts. One of these districts, to be 
located at Asbury Park, will be under 
the direction of Superintendent J. J. 
Quigley, who for several years has been 
at the head of the Red Bank territory. 
He will supervise the assistant superin- 
tendency at Asbury Park, and the de- 
tached assistant superintendents at 
Freehold, Manasquan and Lakewood. 
The rest of the territory will be covered 
by the now existent Red Bank office, 
which will be supervised by William 
Wylie, formerly an assistant superin- 
tendent in charge of the detached office 
at Long Branch. Superintendent Wylie 
will direct activities of two assistant 
superintendents in Red Bank and the 
detached assistant superintendents in 
Keyport and Long Branch. 

Samuel Solomon, agent in New York 
3, has been advanced to assistant super- 
intendent in his present location. 

John P. Smith has been advanced from 
the agency ranks to assistant superin- 
tendent in the New York 11 district. 

A. Jaques Schlaepfer, agent of the 
Poughkeepsie, N. Y., district, has been 
promoted to assistant superintendent in 
his present location. 





Western & Southern News 


The annual outing of the 500 home of- 
fice employes of the Western & South- 
ern Life will be on July 17 at Bass Is- 
land. The company has declared a holi- 
day for this event. 

Assistant W. C. Young, formerly of 
Washington, Pa., has been appointed 
home office supervisor in Division C. 

The rapid growth of the company in 
the St. Louis territory has necessitated 
the opening of a new office in the For- 
est Park district in charge of Superin- 
tendent J. McNamara, formerly of the 
St. Louis West district. He is succeeded 
as superintendent at St. Louis West by 


Oo. L. Hissam, who has been promoted 
from an assistant superintendent at 
Akron. 


Agency Director H. Thomas Head, C. 
M. Biscay, manager of ordinary depart- 
ment: J. J. Doyle, publicity manager, 
and Superintendents of Agencies S. H. 
Smith, L. Stentz, F. W. Taylor, W. C. 
Whitney, J. N. Reinhard and W. G. Kal- 
tenbach spent last week in the field 
promoting the superintendents’ super- 
effort in ordinary which is now in prog- 
ress. “10 Ordinaries, 10 Days, 10 Mil- 
lion,” is the slogan of this campaign, 
which closes June 26. 





John Hancock Opens Agencies 


The John Hancock Mutual Life has 
been admitted to Nebraska, and about 
the last of June a weekly premium 
agency will be established in Omaha. 


The selection for this superintendency 
is Walter Middleton, Jr.. who for several 
years has been one of the assistant su- 
perintendents of the St. Louis 3 agency. 

At about the same time a weekly pre- 
mium agency will be established in 
Louisville, Ky., the superintendent of 
this agency to be Edwin W. Baker, now 
serving as assistant superintendent in 
the Minneapolis agency. 


Public Savings Changes 

Recent changes in the field made by 
the Public Savings Life are: Superin- 
tendent H. W. Bowers, Wapakoneta, O., 
transferred to Van Wert, O. Agent 
Robert C. Rudy, Wapakoneta, O., pro- 
moted to superintendent. Agent W. I. 
Davis, Springfield, O., promoted to su- 
perintendent. Agent W. J. Hamner, 
Royal Oak, Mich., promoted to superin- 
tendent. Agent E. Troulx, Detroit 5, 
promoted to superintendent. 


Reitter Succeeds Mahan 


Announcement is made of the resig- 
nation of James H. Mahan, secretary of 
the Ancient Order of Gleaners of De- 
troit, Mich., and the appointment of 
Raymond F. Reitter, consulting actuary, 
of Lansing, as secretary and actuary. 
rhe Ancient Order of Gleaners is one 
of the foremost adequate rate fraternal 
beneficiary societies issuing legal re- 
serve policies. The organization is 
authorized to transact business in Mich- 
igan, Ohio, Indiana, Illinois, Iowa, 
Kansas and Pennsylvania. 


Made Agency I Director 


A. H. Hammond, Nashville general 
agent of the Cotton States Life of 
Nashville, has been promoted to the 


position of agency director of the com- 
pany, according to announcement made 
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Monday by Charles M. McCabe, presi- 
dent. Mr. Hammond, though a young 
man, has been one of the leading indi- 
vidual producers of the south since he 
became connected with the Cotton 
States Life upon its removal from Mem- 
phis to Nashville several years ago. In 
June, 1924, he broke the then world’s 
record by writing 180 ordinary life ap- 
plications within the month, total insur- 
ance placed being $320,000. His per- 
sonal production in 1924 and in 1925 
was almost $1,000,000 each year. In 
his new work he will continue to give a 
good deal of time to his personal pro- 
duction. 


Maddox with International Life 


A. S. Maddox, agency manager for 
the Merchants of Des Moines, has gone 
to the home office of the International 
Life of St. Louis as chief inspector of 
all agencies of the company. Mr. Mad- 


dox is an experienced agency executive | 


and was at one time Tennesseé state 
manager for the Guardian Life of New 
York; later he was agency supervisor 
for the Home Life of Arkansas. He 


became state manager in Arkansas for | 


the Merchants Life in 1919. Mr. Mad- 
dox has a wide acquaintance in insur- 
ance circles in the middle west. He was 
for 15 years president of a college in 
Tennessee. 








Another Dividend Increase? 


Yes, the fourth successive annual increase. A refiec- 
tion of general prosperity and efficient management. Just 
part and parcel of our continuous effort to reduce cost while 
steadily improving a life insurance service that is at all 
times maintained in the front rank of quality. Neverthe- 
less, we do not emphasize dividends. The more essential 
task for any company is to keep its policy contracts level 
with the public’s needs, and to distribute enough of them 
that the economic affairs of the American people may be 
safeguarded and stabilized. 





We invite men and women of high ideals, of industry, 
and intelligence to come and work with us upon this honor- 
able and patriotic task. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organised 1847 

















A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s “Easy Lessons in Life Insurance,” $1.50, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. 














Medical. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., II., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Bivd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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THE BROTHERHOOD 
SPIRIT 


Reflected in our Agency Contract 


(1) Unrestricted Territory 
(2) 


(3) 


Equal Opportunity for Advancement 


Incontestable Title to Commisions Earned 


Lutheran Brotherhood 


1254 McKnight Bldg. 


Minneapolis, Minn. 
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Your Opportunity 


Extension in agency development in Kansas, 
Arkansas, Missouri, Illinois, and Texas with 
home office appointments as District Managers, 
spell opportunity for men who can qualify for 
districts in the foregoing territory. 
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Address in Confidence 









L. A. Boli, Jr., Vice-President, and 
Agency Director 


| NATIONAL SAVINGS 


Lil 1S 
INSURANCE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


Branch Offices ST. JOSEPH, MO. 
DALLAS, TEXAS 
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LITTLE ROCK, ARK. 
ST. LOUIS, MO. 
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| NEWS OF LIFE POLICIES | 








} 
| 
New Policies, Premium R Cividends, > I 
— - ‘all -, mocly: in > Policy Literature, Rate 
ing the “Unique Manual- 
Digest.” “pb annually in May at 50 and the 
“Little Gem annua!ly in April at $2.00. 














ANNOUNCES RATE REDUCTION 





Builders Mutual Life of Chicago Has 
New Schedule for Perfected 
Endowment 





The Builders Mutual Life of Chicago 
has published a new schedule of rates 
and settlement option to apply to its 
Perfected Endowment form, showing de- 
ductions in rate and increases in the 
benefits granted in the policy. The 
schedule of annual premiums per $1,000, 
without disability or double indemnity, 
is as follows: 


Age Prem. Age Prem. Age Prem. 
15....$46.13 30... .$47.86 45....$55.05 
16. 46.20 31.... 48.06 46.... 56.06 
17. 46.26 32.... 48.38 ee FF 
18.... 46.34 ee 48.... 58.38 
19.... 46.43 34.... 48.81 SD. ccs Bee 
20.... 46.52 35. . 49.14 50.... 61.16 
Shoes GSE 36 - 49.47 61.... 63.73 
22. 46.71 Biocse Ge 52.... 64.44 
23 46.82 Se. ces Gee 53.... 66.31 
} 46.92 39.... 50.69 54.... 68.32 
. 47.05 40.. 51.19 55 - 70.49 

- 47.20 hes 51.81 

47.33 42.. 52.53 

47.50 43.... 53.29 

47.66 44.. 54.13 





An example of the application of set- 
tlement options and the benefits granted 
under the policy at age 35 is given as 








follows: 
$1,000—Age 35—Premium $49.14 

Death 
Bene- 
“ 
Cash or Paid Extended Ada. 

Pol. Loan Up Insurance 
Yr. Value End. Yrs. Mos. wore 
3.. ee ee ‘. ae $47 
Bee 76 128 9 1 93 
e... 118 194 14 0 137 
Se 161 257 18 4 181 
Baw 207 322 22 2 223 
Bins 252 380 25 2 264 
8... 300 440 28 1 304 
Bae 349 497 30 11 342 
= 400 552 34 3 380 
= 452 605 39 9 416 
506 657 Life+$ 29 cash 452 
i. « 561 706 Life+ 74 cash 486 
Bees 618 753 Life+ 120 cash 519 
15.. 676 798 Life+ 167 cash 551 
Se 737 843 Life+ 217 cash 582 
799 884 Life+ 267 cash 612 
BB. . 864 925 Life+ 321 cash 642 
19.. 931 96: Life+ 376 cash 670 
20. 1,000 Matures Life+ 433 cash 697 

Provident’s “Presidential Month” 

This is “Presidential Month” with 


the Provident Mutual. Every agent is 
doing his best to pile up the greatest 
number of new applications in_ his 
career in honor of President Asa Wing. 
The slogan has gone out from the 
Provident headquarters office to all the 
company’s salesmen of policies to rol! 
up a record business in June to gratify 
their honored president. “It’s in the air 
—and it’s not radio—it’s W O R K”— 
such is the war cry of Provident men 
for June. 


Big Group Policy Written 


Wilson Company, big Chicago 
packing firm, has arranged for a group 
insurance policy covering more than 
5,000 employes and reaching a total of 
$15,000,000 of insurance. The policy 
was written on the contributory plan 
and amounts of insurance are based on 
the salary and length of service of each 
individual. Each employe will have an 
insurance certificate for an amount at 
least equal to his annual salary. At the 
end of five years the amount of insur- 
ance is automatically doubled or in- 
creased to a maximum of $10,000. The 
policy was placed through the William 
M. Houze general agency of the John 
Hancock Mutual Life in Chicago. 


Provident L. & A. Convention 


The annual agency convention of the 
Provident Life & Accident will be held 
in Philadelphia, Aug. 16-18, the head- 
quarters being the Bellevue-Stratford 
hotel. One day will be spent in Atlantic 
City. 


The 





A book by a man whose 
agency last year paid for 
$66,000,000 of ordinary life 


insurance. 


Hugh D. Hart’s 
LIFE INSURANCE 
ASA 
LIFE WORK 


Price $2.00 postpaid 


provides a thousand sound and penetrat- 
ing ideas which will stimulate all insur- 
ance workers to greater industry, more 
telling work, and final success. 


This book 


will thrill the young 
man with his poten- 
tial power; 

will inspire the vet- 
eran with a new en- 
thusiasm for his 
chosen profession; 


will bring hundreds 
of intelligent young 
men into the remu- 
nerative and satisfy- 
ing field of life in- 





surance; 
will help every in- 
surance man make 


greater progress tow- 
ard his ultimate goal 
—SUCCESS; 

will prove a constant 
guide, philosopher, 
and friend to the 
young salesman as he 
fights his first bat- 
tles; 

will be used, wher- 
ever men are trained, 
as a text book and in- 
spirational guide. 


Other volumes in press of 
THE INTERNATIONAL 
LIFE UNDERWRITERS 
LIBRARY 
Creating and Conserving 
Estates 
by Edward A. Woods & 
Alexander C. Robinson 


Forty Unusual Plans for 
Selling Life Insurance 
by J. Stanley Edwards 


Order your copy today 


F. S. CROFTS & CO., 
66 Fifth Ave., New York 


copies of 
Life Work 


I enclose $..... for 
Hart’s Life Insurance as 
at $2.00 per copy postpaid. 

I should also like to be informed of 
—' insurance books as they are pub- 
ishe 
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Wealth of Selling Epigrams Given 
By Clay W. Hamlin in Address, Before 
Recent Meeting of Agents in New York 


the New York Mutual Benefit 

agents recently, Clay W. Hamlin of 
Buffalo, one of the three leading pro- 
ducers of the country, whose 1925 busi- 
ness totaled over $11,000,000, summed 
up some of his selling suggestions as 
iollows: 


G ithe New before a gathering of 


“If you were to leave this business to- 
day, how much money would you want 
your wife to invest in it?” 

(Men usually say “None.’’) 

“Then wouldn’t it be a good idea to 
consider a plan of financing which would 
withdraw your capital from this busi- 
ness at the time you are forced to leave 
a?” 

(Men usually assent.) 

Then Mr. Hamlin explains how this 
can be done through life_insurance. 


Better for Agent Not 
to Pose as Tax Expert 


Mr. Hamlin warns agents against set- 


ting themselves up as tax experts. His | dl 
‘ would you like to perpetuate? 


suggestion is that they tell their pros- 





pect in a general way that there will be 
an administration and inheritance tax 
situation. and that he should finance it. 

Mr. Hamlin’s method of handling the 
situation is, briefly, as follows: 

“There are two methods of financing 
the payment of inheritance and estate 
taxes and administrative costs. 

“1. You can set aside a block of se- 
curities, and receive the income from 
them during life. When the taxes be- 
come due, the securities go to Uncle 
Sam. 

or 

“2 You can set aside the same block 
of securities. Pay us approximately 
one-half of the income. When the taxes 
come due we pay them. Your estate 
keeps the securities, and we ask for no 
more interest. 

Three Important Questions 

and the Single Answer 

“(a) Please fix in your mind your 
annual income. 

“(b) What percent of that income 








(“Men usually say 50 percent.) 

“(c) What percent of your present 
annual incomes comes from dependable 
sources which would continue to pro- 
kluce the same income without your 
earning power? 

The usual answer to this question is 
in the neighborhood of 5 percent. 

“That leaves a man with the problem 
of making arrangements to perpetuate 
45 percent of his present income, 

“The answer? Life insurance.” 


Uses Replacement 
Approach for Business 


Mr. Hamlin asks a business man: 

“What percent does this business earn 
on its invested capital? 

“Suppose the business shows a profit 
of 30 percent.” (This figure, according 
to Mr. Hamlin, is not unduly high.) 
“Would you be interested in reducing 
your profits to 28 percent, if we could 
guarantee to have an amount of money 
equivalent to the money you have in- 
vested in this business, turned over to 
your wife at the time when you are auto- 
matically and involuntarily retired from 
this business?” 


Uses Introduction Card 
—But Destroys It 


Mr. Hamlin uses an introduction card; 
when he gets into the presence of his 








man he tears up the card, saying that 
he does not want the man to be influ- 
enced by the ideas of any one else. 

Mr. Hamlin tells his man: “My busi- 
ness is life insurance estates. You may 
have some idea on the subject, but I’m 
not particularly interested in them now. 
I'm here for just one reason—to be ap- 
pointed your life insurance representa- 
tive. You are going to have some one 
as a life insurance representative. I wish 
that you would look me up and see if I 
am not qualified to be that some one.” 

Frequently there is trouble in closing 
a’man; in which case, agents urge him 
to be examined. 

Mr. Hamlin never uses the word “ex- 
amination.” He asks: “Would you like 
to obligate the company?” 


Epigrams in Brief 

from His Talk 

Some other brief epigrams from Mr. 
Hamlin’s address were as follows: 

“Men must fish in deep waters.” 

“If you can write a man you can write 
him for his possibilities.” 

“Life insurance is misnamed: it is 
merely a method of solving the problems 
of life and of business.” 

“The life insurance business requires 
a study of life and of business.” 

“It is a good idea to visit big writers 
at their home cities.” 

(CONTINUED ON NEXT PAGE) 
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Assets $27,000,000 


| BANKERS 
LIFE INSURANCE COMPANY 


OF NEBRASKA 


Insurance in Force over $111,000,000 


Issues up-to-date’ Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 

For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 
its business has been written by its own agents. 

Thirty-nine years of successful and conservative management have resulted in financial statements and in dividends to 
policyholders unequaled in insurance history. 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to erect 


If you wish to invest your time and energy where it will make the largest returns in money, satisfaction, peace of mind 
and pride in the institution you represent, it will pay you to investigate. 


LET THE BANKERS LIFE BE YOUR BANKER 


OPPORTUNITIES ARE OPEN FOR PRODUCERS, GENERAL AGENTS AND SUPERVISORS IN THE FOLLOWING STATES: : 
PENNSYLVANIA SOUTH DAKOTA NEBRASKA OHIO 
UTAH KANSAS MICHIGAN WASHINGTON 
IDAHO ILLINOIS OREGON WEST VIRGINIA 
IOWA WYOMING DISTRICT OF COLUMBIA MISSOURI 
OKLAHOMA 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 


an 
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